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Alll Electrical Equipment 
= Placed on Power 
Circuits means Economy fF 


Here is a real opportunity of creating business for yourself 
and saving your customer money. 


If lamps or electrical devices are used at motored machines, 
connect a Jefferson air-cooled transformer to the ‘lower rate” 
higher voltage power line and 110 volt cur- 
rent will be delivered from the transformer 









PEA 
for their operation. As 
Groups of circuits can be supplied with 
110 volt current for lamps, soldering irons, 
drills, and small motor-driven devices or 
for remote control circuits. 
Jefferson Air-Cooled Transformers 
Will Save Money in Every Plant 
In every plant there are opportunities to "dividual Compart- 
P E ments for Connections 
point out how savings can be made by cise sroken avay to show pri- 
connecting more of the lighting and small- mary leads in one compartment 
devices load onto the higher voltage power —smther_—hoth, completely cov- 
circuits. The savings will pay for the trans- 
formers and your materials and installation costs. 
Jefferson air-cooled transformers are listed as standard by 
Underwriters’ Laboratories. 
Get our latest pamphlet 341-PCT which gives all the infor- 
mation and data. 
Bellwood (Suburb of Chicago) Illinois 
Canadian Factory: 535 College St., Toronto 
Th 
ez Cr > 9 
emb.< 
Jefferson Neon Tube Leading oil burner man- For signal systems, re- {n connection with con- For decades Jefferson eal: 
Transformers are made ufacturers insure operat- lay systems, Jefferson’s trol mechanisms, Jeffer- Door Bell Transformers 
for both indoor and out- ing performance with have long been known son Transformers are have responded to the Pplies 
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Here is a definite time- 
saver in range switch 
installations. 


In the conventional range switch only 
about 30% of the box area is usable for 
attaching conduit and pulling the wires. 

With the new Square D Swing-Out In- 
terior, 100% of the box area is available— 
there are no sharp copper connectors or 
other parts to skin knuckles. 

The range and main fuse carriers have actually super fec- 
tures. They are fool-proof. Porcelain guides insure proper 
alignment and positive contact reduces heating. 





to contractors. 
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Heat from the fuses is carried off through ventilating slots in. 
the FUSEDBREAK cover. Furthermore, the new Square D 
FUSEDBREAK is dead front and all live parts are recessed. 

This is a line of switches that appeals to the power com- 
panies as well as your contractor customers. The new Square 
D FUSEDBREAK will cut down service calls caused by contact 
and fuse heating and the time saved in wiring always appeals 
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Let the Wholesaler Function 


justly so, is the prevalence of manufac- 

turers local, or “‘spot,” stocks, particularly 
in the larger metropolitan areas. And it is espe- 
cially significant that, in those cities where such 
stocks are the rule rather than the exception, the 
wholesaler’s profit rate has declined in the face 
of general business improvement. Furthermore, 
these are the cities which are suffering today from 
too much distribution, from an excessive number 
of wholesale outlets. 

Only in rare instances does there appear to be 
any justification for the existence of these local 
stocks. A switch manufacturer located in New 
England, for example, might find it necessary to 
maintain a stock in the Middle-West in order to 
place his distributors on a competitive basis with 
those of a Michigan manufacturer. And, for the 
same reason, the middle-western manufacturer 
might be justified in establishing an eastern stock. 

The great majority of manufacturers’ local 
stocks, however, are not only uneconomical, they 
are definitely detrimental to the interests of the 
legitimate wholesaler. They encourage the set- 
ting up of small would-be wholesalers who are 
hopelessly under-financed and hopelessly ignorant 
of the cost of doing business. These parasites, 
who sell at prices which the legitimate wholesaler 
cannot afford to meet, could not exist if they had 
to maintain adequate stocks of their own. 

Manufacturers tell us that they would be over- 
joyed if they could do away with these stocks, but 
give two reasons why they are unable to do so. 
Some say they can’t unless their competitors do, 


QC: of the wholesaler’s ‘‘pet peeves,” and 
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and their competitors won’t. Others say that 
their wholesalers demand that they carry the 
burden of maintaining local stocks. 

This second reason is the serious phase of the 
situation. Local associations of electrical whole- 
salers in New York, Boston and other cities, have 
been vigorously protesting the existence of these 
stocks for some time. In many cases, however, 
members have voted against this policy in associa- 
tion meetings only to return to their own places 
of business and demand that their manufacturers 
maintain such stocks. 

This desire, on the part of some wholesalers, 
to pass the burden of warehousing back to the 
manufacturer tends to destroy one of the whole- 
saler’s natural functions, one which he can per- 
form more economically than can the manufac- 
turer. The Census of American Business reports 
that, when electrical manufacturers maintain local 
warehouse stocks, operating expenses of their 
sales branches rise from 9.0 to 15.5 per cent, an 
increase of 6.5 per cent. 


SUBSTANTIAL service charge, added by 

the manufacturers to all shipments from their 
local stocks, plus the requirement of a reasonably 
large minimum order, would destroy much of the 
competitive advantage now enjoyed by the para- 
site type of wholesaler. Such action would also en- 
courage the legitimate wholesaler to himself carry 
the warehousing burden, and to actively support 
the efforts of local wholesaler associations to elim- 
inate these spot stocks and let the wholesaler 
resume his normal warehousing function. 


CF. Menhmch 


EDITOR 
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TUMBLER 


FULL FLOATING 
CONTACTS 


built to take 
Type C lamp loads 









This enclosed BAKELITE Switch is designed specifically to 
master the control-problem of high-intensity lighting. . . 


Mechanically and electrically it is engineered with the 
single objective of STANDING UP under Type C lamp 


loads in commercial, industrial and institutional buildings. 


Full-floating, self-aligning moving contacts operate to 
automatically adjust themselves to the correct position and 
tension. The stationary contacts are tapered to smoothly 
engage the moving contacts without jar or rebound, re- 


moving the cause of burning or pitting when switched ON. 


oes (AKT & HEGEMAN DIVISION 


THE ARROW-HART & HEGEMAN ELECTRIC CO. HARTFORD. CONN. 
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lO Amps 
I25 Volts. 


SWITCH 


Cat. No. 
ISSk 





Arc snuffers on both sides and between moving contacts 
cool and quench any arc before it can damage the con- 
tacts or reach the base. .. The frame which supports the 
actuating mechanism is insulated from the mounting ears 
and yoke. Switch is completely enclosed, dust-and dirt- 
proof; is solidly held together by steel clamps with no fast- 
ening screws to loosen under vibration. Base is of Bakelite 
— narrow, shallow type — allowing ample wiring room. 


The switch construction assures long life mechanically 
beside the rated load-capacity electrically. The action is 
smooth, easy, positive. You'll want complete listings 
on this “specialist” in Type C load-control. 
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Chicago Convention to Discuss 
Applianees, Trade Practices 


NEWA to meet at Drake Hotel, Chicago, week of October 
14. Elaborate committee reports promised on radio, re- 


frigeration and small appliances, in addition to supply 


lines. 


Special industry meeting called to elect committee 


to administer Trade Practice Rules. 


HE annual convention of the 

National Electrical Wholesal- 

ers Association will open at the 
Drake Hotel, Chicago, with an all- 
day session of the executive commit- 
tee on Monday, October 14. The 
17 commodity committees will de- 
vote the next two days to a series of 
committee meetings and to joint ses- 
sions with manufacturers for dis- 
cussion of mutual trade problems. 
Interest at present is particularly 
centered upon the committees cov- 
ering heating and motor driven ap- 
pliances, wires and cables, lamps, 
safety switches and motor controls, 
radios and tubes, refrigeration and 
wiring devices. 

The convention proper will open 
Thursday morning, October 17, and 
will continue until adjournment on 
Friday. 

At the conclusion of the after- 
noon session on Thursday there will 
be a meeting of all of the industry 
for the purpose of electing a Perma- 
nent Committee on Trade Practices 
in accordance with the trade practice 
rules as approved by the Federal 
Trade. Commission. 

At the present time, members of 
the former NRA Code Authority 
are temporarily serving as this com- 


mittee. The members of this tem- 
porary committee are: G. E. Cul- 
linan, Graybar Electric Co., Chair- 
man, J. L. Buchanan, General Elec- 
tric Supply Corp., B. W. Clark, 
Westinghouse Electric Supply Co., 
C. C. Davis, Philadelphia, F. R. 
Eiseman, Chicago, H. A. Esler, 
Kansas City, N. W. Graham, Los 
Angeles, L. L. Hirsch, New Or- 





Notice 


A meeting of the Electrical Whole- 
sale Industry will be held at the Drake 
Hotel, Chicago, Illinois, on Thursday, 
October 17, 1935, at 4:00 P. M. 


The purpose of this meeting is to 
consider any proposed additions or 
amendments to the Code of Trade 
Practices as now approved by the in- 
dustry, and to elect a Permanent Com- 
mittee on Trade Practices, as approved 
in Rule K of the Trade Practice Rules 
of the Electrical Wholesale Industry, 
as approved by the Federal Trade Com- 
mission on October 14, 1932. 

Eight members are to be elected, 
three of whom shall be non-members 
of the National Electrical Wholesalers 
Association. 

Every member of the Industry is 
entitled to attend and vote. 
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leans, J. C. McNamara, Dallas, and 
H. O. Smith, Akron. 

At this meeting there will be con- 
sidered also any suggestions offered 
by members of the industry for the 
addition to or revision of these rules. 
Inasmuch as this will be the first or- 
ganized meeting of the trade since 
the nullification of NRA, consider- 
able interest attaches to this meeting 
as the means of continuing those 
benefits which were derived through 
industry cooperation on trade prac- 
tices under the emblem of the Blue 
Eagle. 

The election of three members to 
the executive committee of the asso- 
ciation will also be held during the 
convention. 

In preparation for the forth- 
coming committee meetings and con- 
vention, a series of questionnaires 
has been distributed to the member- 
ship for the information of commit- 
tees concerned with appliance mer- 
chandising, refrigeration, and radio, 
and both from the large percentage 
of returns, and their nature, it seems 
assured that these committees will 
render reports of considerable value 
and interest and will command much 
of the convention’s attention. These 
particular committees are preparing 
reports based on definite current 
trade information covering a very 
wide section of the distribution 
field, and their reports should be 
even more comprehensive than the 
usual excellent reports and recom- 
mendations which the membership 
has come to expect and receive from 
its commodity committees. 




















Complaints—Before and After 


Complaints cost the wholesaler time and money. 


Many can be 


avoided if salesmen observe certain principles. Properly handled, 


those which do arise can be utilized to build customer good will. 


HERE’S a red flag attached to every complaint 

that comes to any business firm. Good will hangs 

in the balance. According to one executive: “The 
customer is at the crossroads. Where he goes, what he 
does in the future and what he says to others who may 
be prospective customers, depends entirely upon the 
treatment accorded his complaint.” A slow or unsatis- 
factory solution of the difficulty may destroy, almost 
instantly, good will which it has taken years to create. 

However, in turning complaints into good will, the 
item of expense must be considered. Complaints usually 
entail two immediate money outlays. Good hard cash 
may have to be refunded. Time and effort on the part 
of salaried people must be spent in handling every com- 
plaint. A salesman will probably have to make at least 
one trip out to see Mr. Dealer, or Mr. Contractor, or 
Mr. Industrial, in an attempt to effect a settlement. The 
stenographer will probably write numerous letters to the 
manufacturer and the complainant, also memos within 
the organization. The credit department, bookkeeping 
department, warehouse staff and others each contribute 
their share of the expense. 

This problem of complaints is a most serious one to 
the wholesaler. His first approach, logically, is to con- 
sider what can be done to prevent their occurrence. 
Proper instruction of salesmen is a good place to begin. 
Before they start out to sell, salesmen should be taught 
principles of selling which will help to forestall com- 
plaints. The sales manager, from time to time, should 
keep up this educational work. An admirable list of 
points to be brought out in such training has been sug- 
gested in a recent study by the policyholders’ service 
bureau of the Metropolitan Life Insurance Co., entitled 
“Methods of Handling Customer Complaints.” Based 
on extensive studies, this survey suggests the following 
points: 1, sell service as well as merchandise; 2, assist 
the dealer or contractor in selling merchandise and wiring 
supplies best suited to his needs ; 
3, refrain from over-selling ; 4, 


trouble, both for themselves and their company. But 
forestalling complaints is not entirely the salesman’s job. 
After an order reaches the wholesale house there are 
numerous places where errors can occur. Many arise 
because those who make copies of orders and the men 
in the stock room do not take their responsibilities seri- 
ously enough. Also, even the most conscientious indi- 
vidual will make mistakes, especially when he is rushed. 

A well-planned warehouse with proper storage facili- 
ties and equipment will materially help the stock men 
to do their job right. The use of a little more common 
sense by stock men in case of shortages will frequently 
help. For instance, if the order specifies an “A” make 
of switch and the stock on that particular make happens 
to be depleted, the stock clerk, in supplying a comparable 
make, should tell why the change has been made. This 
service is appreciated by a contractor who has on the job 
several men waiting for supplies. It is probable that 
a substitute switch of the same quality would be accept- 
able under the circumstances. Certainly the possibilities 
of a complaint would be eliminated. 


ITH the order filled and on its way, the truck driver 

must do his part in avoiding mistakes. Breakage, due 
to rough driving and handling, is inexcusable and will 
bring forth justified complaints which must be settled 
quickly and satisfactorily to keep the customer’s good 
will. 

One wholesaler reports that he was receiving a few 
complaints from his customers because invoices were 
slow in arriving. This also retarded collections. Con- 
sequently, he installed an expensive billing machine 
which, in spite of its cost, soon paid for itself. 

After the salesman writes up an order and sends it in 
to the house, he considers that, for the time being, his 
work is done. When he returns on his next call, anxious 
for more business, it is always a jolt to learn that some- 
thing went radically wrong with 
the previous order that he 











cooperate with customers in sell- 
ing all lines; 5, make the com- 
pany’s policies clear as to terms, 
returned goods, etc.; 6, take 
pains in writing up orders; 7, 
refrain from making impossible 
delivery promises; 8, make no 


Complaints 
vary widely. 


break-down: 


and complainants 
An analysis of one 
firm’s business showed the following 


worked so hard to get. Fast 
talking will help in many cases, 
and in small matters he should 
be allowed to make an imme- 
diate settlement. Often, how- 
ever, the amount involved is too 
large for settlement on the spot, 


commitments which the com- Honest complaints........ . 22.5% and all the facts are not imme- 
pany will not be able to back up Half-cocked ............... 41.0% diately available. Obviously, the 
to the limit. : salesman’s first step in such 

Salesmen who follow these Congenital cussedness. .. .. . 12.876 cases is to report the matter back 
principles will avoid much Ne ee ee 23.7% to his house at once. 
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Numerous methods for handling complaints are em- 
ployed by different firms. In some cases they are con- 
sidered so important that the president receives a report 
on each one, and himself makes the necessary decision. 
In other firms, the sales manager is charged with smooth- 
ing out the difficulty satisfactorily. Some concerns re- 
quired that reports of the complaint be sent to the heads 
of various departments. Each of these men makes a 
decision. These ideas are sent to the president for final 
(lisposition of the case. 

One firm reported that complaints were never investi- 
gated. The complaint was acknowledged immediately and 
the complainant was asked for his idea of a fair settle- 
ment. The complaint was then settled according to his pre- 
scription, even though it appeared to be a rather stiff dose. 

The man-hours wasted and 
the possible loss of good will 


Numerous business men during these last few years, 
when customers were at a premium, dug up some of 
these old accounts and went after them. Often the boss 
himself has gone out contacting former accounts to find 
out why he was no longer securing any of their business. 
In other companies, the salesman who handled the 
“dead” account did the good will work. Letters were 
used to supplement these personal contacts. In most 
cases the first visits were solely good will missions; no 
attempt made to sell. After a few more contacts and 
additional letters, results began to show. In a noticeable 
percentage of cases this type of work was highly suc- 
cessful in renewing old customers. Many of them had 
drifted away because they had faults to find but never 
took the time or trouble to report their grievances. 

Complaints vary to such 
an extent that no set rules 














while complaints were being _ — 
run down prompted the 
adoption of this daring 
method of settlement. But, 
according to officials of the 
firm, this “honor system’’ has 
been highly successful and 
has materially reduced the 
cost of complaints in propor- 
tion to sales. This, however, 
is an extreme method and 
certainly not in general use. 
Despite the time and expense 
involved, most organizations 
prefer to handle each case on 
its own merits. 

A study of letters used by 
companies in answering com- 
plaints by mail convinced the 
editor of Printer’s Ink that 
the following outline should 
be followed when acknowl- 
edging complaints by letter: 

1. Thank the writer for 
calling your attention to his 
trouble. 

2. Make the decision as 
to what you are going to do 
about it in a friendly way. — 


needs 


delivery promises 


limit 


How the Wholesaler’s Salesman 
Can Forestall Complaints 


l. Sell service as well as merchandise 


2. Assist the contractor or dealer in 
selecting those items best suited to his 


3. Refrain from over-selling 

4, Cooperate with customers in their 
selling on all his lines 

5. Make clear his company’s policies 
as to terms, returned goods, etc. 

6. Write up each order carefully 


7. Refrain from making impossible 


8. Make no commitments which the 
company will be unable to back up to the 


for handling them success- 
fully are universally ap- 
plicable. Complainants, like- 
wise, vary so each must be 
treated accordingly. Some 
can be kidded out of their 
temporary rage, while others 
have to be handled and 
softened by everyone from 
the salesman up to the presi- 
dent. In a recent article in 
Printer’s Ink, an executive 
brings out some interesting 
facts. He inspected all com- 
plaints received by his firm 
over a definite period of time 
and compiled these results: 
honest complaints, 22.5 per 
cent; half-cocked, 41 per 
cent; congenital cussedness, 
12.8 per cent; poor pay, 23.7 
per cent. These figures are 
not typical of all concerns, of 
course, but they do give an 
idea of the variety of com- 
plaints and portray the many 
types of men to be appeased. 

With such a wide variance 
in both complaints and com- 








3. Make a brief résumé of : 
the facts in the case as you 
see them. State them impartially, don’t appear to argue. 

4. Tell the writer what is being done, has been done 
or will immediately be done to satisfy him. 

5. Include two paragraphs of conciliation. 

6. Make a bid for the continuation of his business. 

The most difficult type of complaint to handle, and the 
one that is most costly in the long run, is the “silent” 
variety. If an electrical wholesaler would look over his 
books of the past several years, he would probably find 
inany accounts who bought consistently from him at one 
time, but who are no longer included among his active 
customers. Of course there is always a reason for such 
desertions. Statistics show that in at least 25 per cent 
of these cases the customer found trouble either with 
service or merchandise, but failed to register an official 
complaint. He just stopped buying from that particular 
house. 
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plainants, it is difficult, if not 

impossible, to stamp any one 
method of procedure as the best. The old adage that “an 
ounce of prevention is worth a pound of cure”’ is especially 
apt when applied to this problem. Extra time and money 
devoted to the task of forestalling complaints is well spent. 
Special training of personnel is probably most important. 
But despite all precautions, a few are bound to make their 
appearance. The matter of real consequence then, is 
that the method of handling them shall provide for 
immediate and courteous attention to every complaint, 
big or little, and that settlement shall be prompt and, 
in so far as humanly possible, fully satisfactory to the 
complainant. Truly, he and his wholesale supplier are at 
the crossroads. Careless treatment of the customer’s 
protest is likely to mean a parting of the ways. Quick 
and satisfactory settlement, on the other hand, will usually 
turn a complaint into good will and convert a dangerous 
liability into a real asset. 
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This large studio is devoted to the “Chase” line of period styles 






























A $10,000 investment in new 
lighting fixture studios by the 
Tomberg Electric Supply Co. of 
Wilkes-Barre, Penna., combined 
with a clean cut selling policy, 
resulted in sales of over $16.- 


000 in a single depression year 


Studios—Plus a Sales Poliey 
Sell Lighting Fixtures 


r i WWO years ago there was almost no electrical sup- 
ply business to be had in Wilkes-Barre, Pa. This 
mining community of some 86,000 population had 

supported the Tomberg Electric Supply Co. for the past 

10 years, but there was no longer enough activity in sup- 

plies to justify Mr. Tomberg in keeping his doors open. 

Over the past decade he had achieved recognition as 
one of Wilkes-Barre’s successful business men, and he 
had no intention of allowing the depression to get the 
best of him. Contrac- 
tors were idle, mines 
were buying next to 
nothing and things 
looked pretty bad. Elec- 
trical supplies could 
not be counted on to 
pull the business out of 
the hole. Sales effort 
must be put behind 
some other line which 
could be sold, in spite 
of the lack of new 
building and the inac- 
tivity of his industrial 
customers. 

Prior to 1931, Mr. 
Tomberg had sold resi- 
dential lighting fixtures 
in a small way and 
there was the custom- 


Studio entrances are 
covered by heavy drapes 


ary “forest of fixtures” hung on the ceiling of his store. 
In that year he had an opportunity to secure a small 
corner store just a few doors from his warehouse. This 
he rented at a nominal figure and fitted up as a fixture 
showroom. Robert J. Smith, a former electrical dealer, 
was added to the organization as manager of the new 
fixture department. Sales of this line had immediately 
increased and the 20 by 30-foot store had already become 
overcrowded when Mr. Tomberg was faced with the 
necessity of finding a depression-proof outlet for his 
selling activities. 

Fortunately, he had accumulated some capital during 
better years, so he decided to invest a large slice of his 
reserve funds in the one line that had produced an in- 
creasing volume of sales during the period when his 
supply business had fallen off. 

A modern, two-story, brick building, diagonally oppo- 
site his small fixture showroom, was vacant. The second 
floor of this corner building was leased and made over 
into a series of fixture studios that would do credit to 
Fifth Avenue or Michigan Boulevard. 

The boys from the warehouse came over and pitched 
in, as they had plenty of time on their hands, and it 
wasn’t long before new partitions were built and the 
painting and decorating was completed. A large sign, 
reading “Tomberg Lighting Studios,” was placed on the 
outside of the building, and the new studios were ready 
for customers. “Bob” Smith moved over to his new 
home, and the telephone switchboard and bookkeeping 
department were also installed in the studio building. 
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The new location provided 2,700 square feet of floor space, 
which was divided into 10 rooms, two hallways and a large 
storage room. The purpose of this arrangement was to 
segregate various styles and types of fixtures, each in its 
own room, so that the customer’s attention could be focused 
on the particular kind of fixture to be selected. 

In the old showroom, with its “forest of fixtures,’ Mr. 
Smith had found that a prospect would wander around, look 
at all the fixtures, become confused and take unnecessary 
time in making selections. Also the floor had always been 
cluttered with pieces which could not be hung for lack of 
outlets, but which had to be held up by hand when shown 
to a customer. This was especially true of brackets, and the 
new arrangement, with 10 separate rooms, was designed to Bedroom fixtures are displayed in this room 
provide plenty of wall outlets. Previous experience had also 
shown the need for ample storage space so that the show- 
rooms themselves would not be cluttered up with unsightly 
cartons and packing materials. 

One room, larger than the others, was originally planned 
as a reception room and office. However, soon after the 
studios were opened, the company took on the “Chase” line, 
which required more space than the smaller rooms offered, 
so the large room was given over to the display of this line, 
while office and switchboard were moved into one of the 
smaller studios. 

The two hallways form an “L” and on their walls are 
hung all hall and reception pieces. A runner on the floor, 
with a heavy pad underneath, provides a comfortable feeling 
as the customer walks through to the studios which open off 
from these halls. The arched doorways are draped to pre- 
vent visitors from wandering from one studio to another. 


ASEBOARDS, in both halls and studios, are grained. 
There is a rug in each room with a heavy floor pad under- 
neath, and a few well-chosen pieces of furniture and portable 
lamps are included to create a home-like atmosphere. The only 
exception is the room devoted to kitchen fixtures. Here the 
floor is covered with a Congoleum rug, and a porcelain-topped 
table is used to display a food mixer and several table 
appliances. 
The “Chase” room, because of its larger size, is equipped 
with a long runner, supplemented by several rag rugs. All 
brackets in this line are mounted on boards equipped with 
an easel so that they may be removed from the wall and set 
up in front of the customer for closer inspection. At one 
end of the room is a special display space where the bracket 
may be hung and connected. An overhead canopy conceals 
a separate light which may be thrown on the bracket to show 
how it appears when “cold.” This particular line is sold 
entirely from samples, no stock is carried. 
Each studio, except the “Chase” room, measures 9x12, 
has 25 side wall outlets, and baseboard outlets at five-foot 
intervals. The three rooms given over to kitchen, bedroom 
and exterior fixtures each have 70 ceiling outlets, while the 
remaining studios have but 24 ceiling outlets, wired on three 
circuits. 
In all the studios, separate wall switches for each fixture 
have been purposely omitted. Such indirect control Mr. 
Smith believes to be both unnecessary and undesirable. Not 
only would the wiring and switches involve considerable ex- 
pense, but the difficulty of locating the proper switch in a 
bank of from 25 to 70 would only make for confusion. 
(Turn to page 22) 








One of the two rooms containing shaded light numbers 
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BILITY to put a finger on the record of each sales- 
man is of vital importance to any sales manager who 
is trying to weld his men into an efficient and pro- 

ductive sales unit. It is not only important to know 
each man’s volume at periodic intervals so that he can 
be “jacked-up” when he begins to slip, but also to learn 
what lines trouble him most, so that he can be given 
the proper help and instruction. 

Gathering and assembling this information requires a 
carefully worked out system. But most sales systems 
are too complicated for the medium-sized electrical 
wholesale houses to attempt. The efficiency of the system 
in many cases would not compensate for the extra help 
required to operate it. However, G. L. Gruenwald, sales 
manager of the Sutton Electric Supply Co., at Wichita, 
Kans., has worked out a simple, but complete, method 
for knowing how sales are going—sales not only of indi- 
vidual salesmen, but also sales on each one of the lines 
carried. In addition to the above information, the firm also 
has a picture of yearly, monthly, 10-day and daily sales on 
each item, for each salesman. 

Included on the records are the costs for each line, so at 
all times the company knows what it is making on indi- 
vidual lines. It is safe to say “making,” because with 
the cost given there is no advantage in selling below that 
shown cost. 

Every salesman receives daily a slip with 25 items 
listed and each is numbered. Pole line hardware, for 
instance, is number seven. This same numbering plan 
is also used on the 10-day and monthly cards, thereby 
eliminating needless writing. In the left-hand column 
of the daily sheet, the cost of each item is given and in 
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Sales Records 


Three forms, devised by the Sutton Elec- 
tric Co., Wichita, Kans., provide daily, 10- 
day and monthly records of sales and 
profits for each salesman on 25 major lines 


another column the office records his sales for the day. 

At every 10-day period another sheet, measuring about 
4 by 8 in., is given each man. As in the case of the daily 
record, every item is listed and numbered, and is a 10- 
day recapitulation. Once again the members of the sales 
force have the costs and their sales for the 10 days. 

When 30 days have passed a larger form is given the 
salesmen which contains much more data. Besides the 
regular list of numbered products and individual costs, it is 
a 30-day recapitulation. There are five more columns. 
One column gives the salesman his sales quota; the 
second one, his sales to date; the third, his sales to date 
during the previous year; the fourth, his sales during the 
corresponding month of the previous year; and in the 
last, his sales for the current month. 

The men under Mr. Gruenwald are not paid a straight 
salary, neither do they work on a commission basis. Their 
compensation is based on a percentage of gross profits. 
As each set of forms shows them the cost of each prod- 
uct they sell as well as their own sales on each line, they 
know at all times what their income will be. Since the 
salesmen know which lines gross the most for the com- 
pany and therefore for themselves, it is easy to guess 
that the “big grossers” are going to be pushed. 
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Coordinating Stock Reeords With 
Salesmen’s Price Books 


An effective method of stock control which has proved an 
important factor in boosting sales for this hardware whole- 
saler who also operates an extensive electrical department 


if i VHROUGH process of trial and 

error, we have finally arrived 

at an effective stock control sys- 
tem that has played a very important 
part in sales management. In the past year, we have 
made a sales gain of about 50 per cent and we feel that 
the control system has been a very definite contributing 
factor in this increase. 

Let’s first consider the operation of the system and 
then its benefits. The records are kept on 8 by 5, count- 
of-stock cards and ruled on front and back so that even 
with active items, a seven-year record is provided for on 
one card. Our electrical stock contains about 2,000 items. 
Yet, two trays, 18 inches long, are sufficient to maintain 
this information. 

The usual practice of counting stocks monthly (or 
when sales activity makes it necessary) prevails. At the 
time of inventory, entries are made on alternating lines, 
with the date and count of stock shown. In between these 
inventory records are red ink entries of shipments after 
they are received. 

After stock is counted, cards are delfvered to the 
buyer. When conditions warrant a re-order he fills in 
the data at the extreme right of the card, using pencil. 
The later transposition of these figures to the proper 
space above the last inventory indicates that the order 
has been received. Thus, in 


By MILTON B. AMSTATER 


Vice-president, Zork Hardware Co. 
El Paso, Texas 


easily discarded when obsolete stocks 
are disposed of and, therefore, messy, 
much erased forms are never found. 

The salesmen’s catalogues contain 
price pages in three colors: white, identifying items 
shown in our last catalogue; blue, for new items requir- 
ing additional manufacturer’s sheets; and pink, for dis- 
continued items. The transfer of an item from a blue 
or white sheet to a pink one is made immediately after 
it becomes obsolescent. 

These pink pages have played a mighty important 
part in keeping stock clean. They serve as a constant 
reminder to the entire organization, of the items that 
need to be disposed of quickly. Sometimes it is desirable 
to close out items without demoralizing the price and 
the use of these pink pages permits obsolescent identifi- 
cation without customer’s knowledge. A complete multi- 
graph and compo-type set up permits close tie-up be- 
tween stock control cards and price pages. Each week, 
current prices or changes are made available. 

To give the men an immediate selling background on 
new items or price changes, we issue sales bulletins 
simultaneously with price pages, explaining important 
changes, reductions and increases of stock and new poli- 
cies. This avoids the poor results that follow when a 
salesman goes out only half-informed on a new item. 
To our mind, successful sell- 











analyzing sales activity, the ————— 
total invoice records, minus 
the last inventory, indicate 
actual sales. 

The stock cards are filed 
in exactly the same order in 
which these items appear on 
the salesmen’s price lists. 
For example, cards covering 
percolators, which appear on 


Advantages of Stock Control Method 


1. Obsolescence identification 

2. Improved stock turn-over 

3. Identifies item in transit, on order, or 
received quantities 

4. Readily referred to by “green” help 

5. Minimum expense 


— ing is always about 80 per 
cent preparation and 20 per 
cent actual selling. 

Page arrangement of the 
salesmen’s catalogues is also 
important. Our men never 
have to thumb through pages 
to get bits of information on 
an item. The visible faces 
are so arranged that price in- 
formation falls on one side 





page 965 of the salesmen’s 
catalogues, carry this same 
number and are arranged in 
numerical order, just as they 
appear in the price book. 
Obsolete items are identi- 
fied with a large circled “C” 
serving as a danger signal 
to prevent rebuying and a 
reminder to obtain “sales 


1. Accessibility 
colored pages 


additions 


Advantages of Price Page Method 


2. Product movement identification by 
3. Promptness of price revisions and 


4. Spotlighting of new items 


of the book and literature, or 
other data, on the other. One 
glance tells the salesman the 
story. 

Stock record systems and 
catalog price services carry 
such intangible values, with 
often alarming overhead, but 
we are finding our present in- 





push.” Inventory cards are 


vestments fully justifiable. 
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Practical Warehouse 
Methods 





6. Wire Measuring and Storage 


Portable Carrier 


A six-roller wire carrier is 
among the efficient devices at 
the Belasco Electric Supply 
Co., Chicago. Instead of buy- 
ing 8, 10, 12 and 14 wire in 
small reels, the Kaplan broth- 
ers obtain large ones and put 
eight on this movable holder. 
Normally holding 2,500 ft., the 
carrier has a total capacity of 
40,000 ft. 


Upright Reel Holder 


A portion of the holder used Movable Wire Carrier 
at the Union Electric Co., To- 
peka, Kansas, for stocking reels 
of small covered wire. 12 
pipes, each of } in. stock and 
16 in. in length, extend through 
the 9 ft., 2 x 4 upright to form 
holders for 24 reels. This type 
of rack is especially valuable 
when floor space is limited. 


This wire carrier with a framework of 4 x 4’s, having 
rollers attached to legs for mobility, was built by an 
employee of the E. L. Overton Electric Co., of Topeka. 
The iron framework mounted on the table holds six 
reels, while the rod below carries two larger reels. 


Roller-Platform 


A unique feature of this meas- 
uring outfit is the roller-plat- 
form consisting of two 6 in. 
rollers mounted within a 
wooden frame 2 ft. wide by 34 
ft. long. Wire reels are rolled 
up an incline on to the rollers, 
the wire is then passed through 
a measuring machine to an 
empty reel (background) that 
has been lifted onto a cradle 
with a hand hoist. Stock men Tagged Bins 


at the Milwaukee branch of 
the General Electric Supply The Missouri Valley Electric Co., Kansas City, uses this 


Corp. claim this method saves method for storing insulated wire. Each of the 15 in. x 
them plenty of work. 15 in. bins is well marked giving specifications of the 
wire, or cord, so the order filler has no trouble locating 

just the proper type and size. 





Motor Driven Reel 





At Graybar’s Omaha _ house, 
stockmen set full reels of cable 
on. jacks, run the wire through 
a measuring machine and then 
onto an empty reel, turned by 
a half-horsepower motor. Wind- 
mill pump gears, driven by a 
belt, reduce the motor speed 
and connect to the reel by a di- 
rect drive shaft. Speed of motor 
is controlled by the foot, thus 
leaving hands free to guide the 
wire. 
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Important features of four grades of flush tumbler switches 


Wiring Device 


Sales Features 


2. Flush Tumbler Switches 


How many grades of flush tumbler switches are avail- 
able, and what are their distinguishing features? 

There are five distinct grades: 

1, Heavy Duty. Features: rated at 20 or 30 am- 
peres, 250 volts; particularly designed for type “C’” lamp 
circuits and heavy duty circuit control in general; large 
binding screws; plaster ears; strong handle; clear “on” 
and “orF” lettering ; mechanism totally enclosed in bake- 
lite casings; supporting yoke insulated from live parts; 

interior construction exceptionally heavy, with large 
| blades and contacts; arc snuffers; action fast; rather 
noisy in operation. 
2. QUALITY GRADE. Features: rated at 10 or 20 am- 
peres, 125 volts; 5, 10 or 20 amperes, 250 volts; ample 
binding screws; plaster ears; strong 





sembled in a porcelain cup which does not totally enclose 
it; yoke not insulated from live parts; internal construc- 
tion rugged but not specially designed for type “C” lamp 
circuit control; life less than types listed above; reason- 
ably quiet in operation. 

4. CoMPETITIVE GRADE. Usually marketed by the 
larger manufacturers under separate trade names. Fea- 
tures: rated at 10 amperes, 125 volts; 5 amperes, 250 
volts ; binding screws take No. 14 wire; no plaster ears; 
sturdy handle; clear “on” and “orr’” lettering ; mechan- 
ism open, in porcelain cup; yoke not insulated ; internal 
construction rugged enough for small home or apartment 
circuits but definitely not designed for heavy type “C” 
circuits; usually not backed by any positive guarantee, 

but built by manufacturers with long 





handle; clear “on” and “orr”’ letter- 
ing ; mechanism totally enclosed ; sup- 
porting yoke insulated from live 
parts; internal construction rugged 
and designed particularly to control 
type “C” lamp circuits up to full rated 
load; action fast; much quieter in 
operation than heavy duty type. 

3. STANDARD GRADE. Features: 
rated same as quality grade; binding 
screws ample for No. 14 wire; plaster 
ears; sturdy handle; clear “on” and 


This article is the second 
in a series designed to assist 
the wholesaler’s salesman in 
selling quality wiring devices. 
Sales features of flush re- 
ceptacles were explained last 
month. Sockets will be dis- 
cussed in a later article. 


= experience in high grade production. 

5. LOWEST-PRICE GRADE. Fea- 
tures: usually rated at 10 amperes, 
125 volts; 5 amperes, 250 volts ; bind- 
ing screws take No. 14 wire; fairly 
sturdy handle; “on” and “orr’” letter- 
ing may not be clear; mechanism 
open, in porcelain cup; yoke not in- 
sulated; internal construction light; 
plate screw holes may be off center 
on yoke, in which case the handle will 
rub or bind against the plate; metal 

(Continued. on page 22) 





“oFF” lettering; mechanism open, as- 
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MEN YOU SHOULD KNOW 





* H. D. ROSETH 


President, Co-Op Electric Supply Co., 


HEN NRA came along, it 
W ice take the electrical 

wholesalers of the Chicago 
area long to select Harry D. Roseth 
as chairman of the code commission 
for the wholesalers of District 27. 
This tough job fell on his shoulders 
for several distinct reasons, arising 
from his past record. 

In the first place, he had many 
years of experience in the wholesal- 
ing business, learning its many 
ramifications as he advanced from 
the bottom to the top of his house. 
This work gave him a keen knowl- 
edge of the problems of the indus- 
try. He had a reputation for being 
strictly honest in dealing with 
everyone, whether they were em- 
ployees, customers, suppliers or 
competitors, so the wholesalers of 
District 27 knew that all concerned 
would get a fair break under Harry 
Roseth’s management. Further- 
more, he had spent a great deal of 
his time working for cooperation 
among his competitors. Add to this 
such qualities as level headedness 
and sound reasoning ability, and it 
is not hard to conclude that his 
associates chose wisely and well. 

Today, with NRA gone, Mr. 
Roseth ties his thoughts in with the 
majority of wholesalers who believe 
that the Trade Practice Rules as 
approved by the Federal Trade 
Commission, if intelligently applied, 
will accomplish what was hoped for 
under the Blue Eagle. With the 
new set-up, Mr. Roseth is chairman 
of the industry commissioners in the 
Chicago district. 

The beginning of Harry Roseth’s 
electrical career dates back to the 
completion of his 16th year of 
schooling. Then it was that the 
subject of electricity caught his in- 
terest and he took several courses 
in electrical engineering. The need 
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Chicago, Ill. 


A Mail-Order Wholesaler 
Who Values Cooperation 


for income led him 


into various jobs, 
including mechanical 
and general office 


work. But the elec- 
trical industry _ still 
intrigued him and 
soon he was on the 
payroll of a utility. 
Eight years at this 
work added the neces- 
sary practical experi- 
ence to his previous 
theoretical training so, in 1920, he 
cast his eyes in the direction of the 
wholesaling end and secured a job 
with the Co-Op Electric Supply Co. 
His work covered a variety of tasks 
from office boy to counter man. In 
this firm, his experience and com- 
mon sense were soon rewarded. He 
advanced rapidly to department 
head and then to house manager. In 
1922 he was chosen to occupy the 
president’s chair of this company, 
which he now owns and operates 
with his associate, William Herst. 


Mo of the business derived by 
the Co-Op Electric Supply Co. 
results from a comprehensive supply, 
appliance and fixture catalogue 
which is mailed to contractors, 
dealers and industrials throughout 
the central states. General and 
specialty salesmen help bring in the 
orders. 

Mr. Roseth makes every effort to 
decrease red tape thereby increasing 
the efficiency of his wholesale oper- 
ations. Like all other successful 
distributors, he is always anxious to 
better his service so that orders, in- 
quiries and adjustments can be 
handled with a minimum of time 
and expense. 

One of the infallible rules of the 
Co-Op organization is that everyone 
must be cordially received. Sales- 


With a reputation for unusual ability, hon- 
esty and fair dealing, Harry Roseth enjoys 
the complete confidence of his competitors, 
in spite of the fact that his business is 
largely secured by mail. His clear think- 
ing on operating problems has made him 
a leader in association activities. 


men are always welcome, no mat- 
ter who they may be or how badly 
Mr. Roseth is pressed for time. He 
and his purchasing department give 
careful consideration to all sales 
representatives, constantly bearing 
in mind this thought, “You can’t 
give everybody an order but you 
can send them away with a smile.” 

Association work is one of Harry 
Roseth’s chief hobbies. In the Chi- 
cago area, he is a charter member 
of the Chicago Electrical Whole- 
salers’ Association and a member of 
its board of governors, besides do- 
ing active work on several of its 
commodity committees. He also 
heads the wiring device committee 
of NEWA. During the convention 
in Detroit last fall, Mr. Roseth led 
and won the battle on quantity vs. 
monetary resale schedules for wir- 
ing devices. This important asso- 
ciation work, however, cannot 
honestly be called his chief interest 
outside of his business. That honor 
he reserves for his wife and three 
children. In these four people, Mr. 
Roseth has found his formula for a 
happy life. 
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OF THIS NEW ‘‘U.S.’’ RUBCO LINE 


This NEW “U.S.” Rubeo — line 
promises to take leadership in over- 
the-counter sales. It will. without 


a question, prove one of the most 





profitable items for you and your 


dealers. 


The obvious safety of its rubber 
covered cords (approved by Under- 
writers Laboratories) and the un- 
usually attractive appearance of the 
assembled units make this line a self 


seller of first magnitude. 
Each item is attractively packaged 
and is shipped in eye-catching 


counter displays. 































“U.S.” RUBCO HEATER SETS 
in Colors 

Safe Clean Non-fraying Long- 
wearing. Approved by the Good 
Housekeeping institute. “US.” 
RUBCORD carries Underwriters frae- 
tional footage labels. 

Attractively packaged and ready for 
display in attractive show-cartons, 10 
sets per carton. 
In colors—No. 9408 switehless; No. 
9448 with switch. 


“U.S.” RUBCO EXTENSION CORD in Colors 


Flexible Extension Cord, non-fraying and long- 
wearing. The cord is “Zipeord”; the “U.S.” No. 
1 rubber plug is non-breaking; meets LES. 
specifications. The 3 way receptacle is of 
standard make. 





“Zipcord” complies with attachment cord speci- 
fications of LE.S.; and carries Underwriters 
fractional footage labels. 

Attractively packaged in 
9, 15 and 21 foot lengths; VY / ——— 
ten per display carton. / fe 3 
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oupEelty - Quality- 


SPELLS QUICK TURN-OVER FOR YOU 


Any of the individual items in the 
“U.S.” Rubco line are available 
from stocks maintained in all prin- 
cipal cities. Each is priced to as- 


sure you substantial profits. 


U.S.” also makes a complete line 
of Insulated Wires. Cables. Friction 


Tapes and Splicing Compounds. 
Get full particulars today—phone. 


wire or write 


WIRE DEPARTMENT 
United States Rubber Products, Ine. 


1790 Broadway New York, N. Y. 
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u.S ZiPCoRD 


BEB 


in Colors 


footage label. 


ice. The heavy, rubber covered 


flexible foundation of cotton fillers. 


rubber handled socket. 


Made in 20 and 30 foot lengths. 


> 


Rubber Company 





“U.S.” RUBCO TROUBLE LIGHT 


4 heavy duty trouble light built for hard serv- 
cord 

USCORD— is oil resisting and reinforced with 
Carries 
Underwriters type “S” approval. Fitted with a 
heavy-duty, non-breakable rubber plug. and a 


“U.S.” RUBCO REPLACING CORD 


A replacing cord unit with “U.S.” No. 
1 non-breakable rubber plug, the other 
end stripped, ready for attachment. 


Zipeord with its tough rubber cover 
is long-wearing, neat-appearing, sani- 
tary and non-fraying. Zipcord com- 
plies with attachment cord specifica- 
tions of LE.S.; the “U.S.” all rubber 
plug also meets LE.S. specifications: 
cord carries Underwriters fractional 


In colors, attractively packaged in lots 
of ten, in 9, 15 and 21 foot lengths. 





































To Seek Lightning Secrets 


Erected solely for the purpose 
of studying natural lightning, 
this unique structure (at right) 
stands on the roof of the largest 
building of the Pittsfield works 
of G. E. A periscope and a 12- 
lens, high-speed camera are 
among the unusual equipment 
installed in the observatory. With 
the facts obtained from thei 


study, research engineers of the 


company expect to strengthen 
and improve transmission and 
distribution equipment and fur 
ther safeguard power and light 


networks from lightning damage. 













Radio Helps Build 


Refrigerators 


After the moving parts 
of rotary compressors used 


in Crosley — refrigerators 





have been measured with 
delicate instruments gaged 
to the 10 millionth part of 
an inch, they go to this 
radio set (at left) for the 
final test. The most mi- 
nute errors are revealed by 
the changes in the tone as 


the evlinder revolves. 


News 

















of the 


Sword-Swallower Tests 
Lumiline Lamp 


Grendol. sword - swal- 
lower with the Ringling 
Bros.-Barnum and Bailey 


Circus, put the Lumiline 


ee 


lamp to a severe test (at ¥ 
left) while the circus was 
in Cleveland recently. Al- 
though the experiment was 
a success, he voted to con- 
tinue his regular sword 
diet. An emergency call 
for G. E. Mazda lamps 


suggested the novelty. 





and Views 





















In Between Swims 


In the swimming pool bar 
aboard the French liner Norman- 
die (top). the face on the bar- 
room floor would look about the 
same on the ceiling, drink or no 
drink. The Frigidaire equipment 
concealed behind the bar helps 
keep the picture right side up. 


Laboratories Go A-Visiting 


Equipped to duplicate factory 
tests, this traveling unit (bottom) 
is one of a number which the 
Underwriters Laboratories _ is 
sending about the country. These 
units are expected to promote 
the cause of high standards with 
dealers and wholesalers by dem- 
onstrations right at their front 


doors. 


Month 


































The Editor’s Page 


EVEN prior to the belated ad- 
journment of Congress, and de- 
spite the uncertainties of pending 
legislation, there has been dis- 
cernible for several weeks a growing belief that, no 
matter what happened in Washington, business just had 
to recover anyway. 

This new optimism extends to corporation executives, 
bankers, farmers, business men and consumers. While 
some, as yet, are but moderately optimistic, others have 
actually become enthusiastic. 

Facts are not lacking to support this new sentiment. 
Buying power has increased. Net earnings of 50 lead- 
ing corporations for the first half of the year were up 
22 per cent, according to Business Week. Manufac- 
turers of automobiles, automotive accessories, steel, 
electrical equipment, farm implements, office appliances 
and building materials are included. 

Encouraged by improved earnings, industry has 
started to spend money. Durable goods lines are be- 
coming active again. Machine tool builders report an 
actual shortage of skilled mechanics. Corporations 
have started to replace obsolete equipment, are even 
borrowing money in some cases. 

Larger payrolls and increased farm income have 
added to the buying power of consumers who, tired of 
economizing, are spending more freely. 

Residential construction continues to gain, with spec- 
ulative builders, especially in suburban areas, expanding 
their operations. 

Sales of electrical wholesalers are reflecting this gen- 
eral improvement. Substantial profits are in sight for 
this year—and next—for those wholesalers who insist 
upon maintaining an adequate profit rate. 


In Spite of 
Washington 


HOW much capital is required 
to conduct an electrical whole- 
saling business? This is one of 
the questions which will be dis- 
cussed at the NEWA convention in Chicago next 
month. Two years ago, in order that the association 
might be “truly representative” of the industry in the 
eyes of NRA, membership requirements were loosened 
to admit almost any applicant. As a result, many firms, 
which had no right to call themselves electrical whole- 
salers, became members of NEWA and used their 
membership to coax distributor discounts from elec- 
trical manufacturers. 

To correct this situation, membership requirements 
will be tightened considerably at the forthcoming con- 
vention. Formerly, a capital investment of at least 
$50,000 was a necessary qualification for membership. 
Should this figure again be set as the minimum, or 
should a smaller limit be set? This is the question to 
be decided at Chicago. 

Every wholesaler who is conducting a legitimate 
electrical wholesaling business, who maintains adequate 
stocks and extends reasonable credit, should be eligible 
for membership in his national association. What, then, 


NEWA Faces 
A Problem 
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is the minimum capital required to satisfactorily per- 
form these functions? 

Last month we published a chart representing data 
taken from the Census of American Business and 
showing that houses with an annual sales volume of 
over $100,000 accounted for 82.2 per cent of the in- 
dustry’s total sales. If we eliminate those houses doing 
between $100,000 and $200,000, we must deduct 17.6 
per cent, leaving 64.6 per cent of total industry sales 
accounted for by houses with annual sales of $200,000 
or better. 

A good operator, we believe, should turn over his 
invested capital at least four times a year. With an 
investment of $50,000, he should do an annual business 
of $200,000. On this basis, if NEWA should adopt 
its former minimum of $50,000 invested capital, and if 
every eligible wholesaler became a member, then the 
association would represent 64.6 per cent of the indus- 
try in dollar volume. If the minimum should be re- 
duced to $25,000 invested capital and, if every eligible 
wholesaler joined, the association would then represent 
82.2 per cent of the industry’s sales. 

However, every eligible wholesaler cannot be counted 
on to join his national trade association. For this rea- 
son it would appear doubtful that restoration of the 
former $50,000 limit would make NEWA representative 
of the majority of the industry, in dollar value of sales ; 
on the other hand, a limit of $25,000, or even $35,000, 
would probably bring the membership well over the 50 
per cent mark. 


DESPITE the fact that NRA 
codes placed no restrictions on the 
chiseler, they did exert a restrain- 
ing influence. Wholesalers, whose 
tactics had long annoyed their competitors, joined their 
local associations and evidenced for the first time, a 
desire to cooperate in improving market conditions. 

Since the demise of the Blue Eagle, some of these 
ex-chiselers have reverted to their former habits and, 
conscious of their guilt, have dropped out of their local 
associations. One local group has disbanded for this 
reason, while another has reorganized with about half 
of its former members. 

This situation is by no means peculiar to the elec- 
trical wholesaling trade, because every industry of any 
size is bound to include some inherent chiselers who, 
apparently, can best be restrained by legislation such 
as NRA. 

While a few “cease and desist” orders from the 
Federal Trade Commission, under the industry’s trade 
practice rules, should have a salutary effect on all 
wholesalers of this type, there is still another approach. 

At its last session the Connecticut legislature passed 
a law which legalized, in that state, many trade practice 
provisions of the former NRA drug code, while in 
California a law has been passed prohibiting sales below 
invoice cost, plus all overhead expense. 

If wholesalers in all lines of business could unite in 
promoting, in each state, legislation containing the de- 
sirable trade practice provisions of NRA codes, plus 
prohibition of sales below “cost plus overhead,” the 
habitual chiseler would soon be compelled to either 
reform or close up shop. 


Defeating the 
Chiseler 
















































Sales Features of 
Wiring Devices 





(Continued from page 15) 


in yoke may be so light that there are 
not enough full, clean threads to prevent 
stripping ; usually built to meet a price, 
particularly for sale through non-elec- 
trical channels; may not carry Under- 
writer’s approval. 

What ts the importance of large bind- 
ing screws? 

Modern wiring practice, particularly 
under engineer’s specifications, is tend- 
ing toward greater use of No. 12, or 
even No. 10, wire in branch circuits. 
Binding screws, designed only for No. 
14 wire, will not hold the larger wires 
securely. 

What is the value of large, rugged 
handles? 

Handles frequently are struck hard 
blows, especially in public buildings or 
institutions. A broken handle means 
replacement of the entire switch, con- 
sequently handle strength is one way in 
which the better manufacturers try to 
assure long life to their products. Note 
that it is possible to obtain the quality 
and standard grade switches with flexi- 
ble rubber handles on special order, 
and at small added cost. 

Why stress “ON” and “OFF” letter- 
ing ? 

These words are put on the handle 
so that a user may know definitely 
whether the circuit under control is 
alive or dead. Large, clear letters fulfill 
this mission; letters merely cut into the 
handle, but not filled with material of a 
contrasting color, are useless. This is 
a minor feature, but indicative of the 
care taken in the design of the entire 
device. 

What is the advantage of a totally en- 
closed mechanism? 

Complete enclosure protects the live 
parts from the possibility of accidental 


contact with plate, box or metal lathing. 
If a serious arc is established in the 
switch, it is confined within the casing, 
thereby eliminating a fire hazard. Toa 
minor degree, the case excludes dust, 
grit and liquids. 

Is the insulated yoke desirable? 

By insulated yoke is meant one which 
is fastened to the case or housing of the 
switch, and spaced a considerable dis- 
tance from live parts. The yokes of 
cheaper switches are nominally insu- 
lated. They may be separated from live 
parts by a small air space, or by a thin 
insulating barrier; or they may be fast- 
ened to the trunnions, which are insu- 
lated from the blades by strips of in- 
sulating material. In either case, any 
failure of the thin insulating strips 
means that the yoke will be made alive, 
and consequently will either make the 
plate and box alive or else cause a 
ground, with resultant blowing of fuses. 
The specifications of some government 
departments and many private engineers 
insist upon the insulated yoke as a 
matter of safety and continuity of 
service. 

What are the comparative advantages 
of composition and porcelain cups? 

From the point of view of the in- 
staller, a moulded cup is considered less 
breakable than one of porcelain, and as 
switches are occasionally dropped on 
hard floors, the matter of breakage is 
important. This factor must also be 
weighed by the wholesaler, who must 
bear the expense of breakage in his 
stock. 

Why are some switches suitable for 
control of type “C” lamp circuits, while 
others are not? 

A cold type “C” lamp will draw about 
eight times its normal current when 
first turned on. Thus, a switch con- 
trolling a 10 ampere type “C” load must 
close an initial current of 80 amperes. 
Note that almost any switch will do this 
for at least a few times. But for suc- 
cessful operation many thousands of 








+ A Mixture of salesmen, countermen and stockmen of the Standard Elec- 
tric Supply Co., Milwaukee, steps out in front. From the left we give you: 
Louis Koren, counter, Irving Hein, counter, William Burck, sales, Arnold 
Wolters, shipping, Ben Merritt, sales, George Thayer, counter and in front, 
Len Siegel. 
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times, switches must be specially de- 
signed with fast mechanical action, long 
“throw,” positive contact and careful 
adjustment so that both ends of the mov- 
able blade make contact with the sta- 
tionary contacts at precisely the same 
time, thereby equally dividing the work 
between them. The highest grade 
switches incorporate bronze or alloy 
blades, and copper or alloy fixed con- 
tacts, and in some cases the blades are 
also silver-plated. If switches of the 
several grades are broken open, and 
carefully examined, the refinement in 
construction so necessary to satisfactory 
operation will be obvious. 

Does a “quiet” switch have any com- 
mercial advantage ? 

In hospitals, and to a lesser extent in 
the home, a quiet action is preferable 
to one which is noisy, simply as a 
matter of nerve comfort. While no 
switch with a mechanical action can be 
entirely silent, the choice of non-reso- 
nant material for the casings, and re- 
finement of design have produced de- 
vices in the quality and standard grades 
which reduce this annoyance to a mini- 
mum. 

Will the standard tumbler switch 
plates fit these various switches? 

Yes. Even the heavy duty devices, 
with one exception, have been designed 
to fit into a single gang, with the handle 
throw restricted so that special plates 
are unnecessary. Note, however, that 
the heavy duty switches are approxi- 
mately two inches deep, so that outlet 
boxes must have enough additional 
depth to provide room for splices, con- 
duit bushings, etc. 

Can switch handles be obtained in 
any desired color? 

The standard color is brown, and 
black can be supplied at no additional 
cost except on the cheaper grades. 
Colored lacquer finishes may be applied 
to bakelite handles, or plated metal han- 
dles may be ordered. Ivory handles are 
supplied by some manufacturers, at a 
slight increase in price. Luminous tip 
handles, which shine in the dark, are 
also available. 

What is a “quadruple break” switch? 

This term is applied to a double-pole 
switch which has a jumper connected 
across the fixed contacts on one end, so 
that it may be wired as a single-pole 
unit but still have the extra current- 
breaking capacity of the double-pole 
device. 





Modern Studios Sell 
Lighting Fixtures 





(Continued from page 9) 

Commercial lighting units are dis- 
played in the stock room. Along one 
side is a row of booths, each individually 
controlled and just large enough for one 
fixture. Each booth contains a different 
size and style of unit. 

Exterior lanterns, also door chimes, 
are displayed on the stairway which 
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HAT'S understandable. In all prob- 
ability the C-H Safety Switch would 
sell just about as well if lower quality 
fibre were used in switch hooks, and if 
the die-cut job on that fibre were less 
In fact, it is likely that every 


precise. 


other detail about these switches might 


be treated more casually without any 


great harm. 

But C-H is the Control Leader. C-H 
has only the one manufacturing stand- 
ard. And so from the mar-proof finish 
to the clean-cut knockouts, every detail 


on a C-H Safety Switch reveals care and 


thought. You may not be fussy about 
details such as switch hooks—but you 
are fussy about overall results — and 
results are the total of details. 

Compare C-H Safety Switches with 
any other, detail for detail, and you will 
know why Cutler-Hammer's attention to 
details has earned the acceptance these 
safety switches receive, and why alert 
contractors and independent electrical 
wholesalers everywhere feature them. 
CUTLER-HAMMER, Inc., Pioneer Manu- 
facturers of Electric Control Apparatus, 


1327 St. Paul Avenue, Milwaukee, Wis. 


@ The C-H line includes all types and sizes 
of Standard, Weatherproof and Explosion- 
Proof Safety Switches, and Meter and Range 
Switches for every locality—all built to the 
famous C-H Control Leadership Standards. 





























+ Among The Appliances stand four mainstays of the Madison, Wis., house 
of the Westinghouse Electric Supply Co. T. W. Marquardt, manager, who 


is doing a nice job, is the gentleman at the right. 


Next to him is M. J. 


Peiffer, office manager, then C. M. Rowley, counter man and at the left is 


A. M. Ryser, refrigerator supervisor. 





leads up to the studios from the street 
entrance. 

Moving the office from the warehouse 
has proved most satisfactory. The 
studios provide quiet and comfortable 
quarters for the bookkeeping department, 
and the two young ladies who handle 
telephone calls, as well as ledgers and in- 
voices, are quite capable of handling 
callers in Mr. Smith’s absence. 

The complete roster of studios is as 
follows: 

. “Chase”’ line. 

2. “Radiant” line. 

3. Shaded light fixtures. 

4. Shaded light fixtures. 

5. Kitchen fixtures. 
6 
7 
8 


— 


. Bedroom fixtures. 

. Exterior fixtures. 

. Obsolete numbers and close-outs. 
. Competitive-priced fixtures. 

10. Office and telephone switchboard. 

Just at present, most of the fixture 
sales are for new homes, but a surprising 
number of sales consist of two or three 
numbers for remodeling jobs. The aver- 
age order for a new house runs about 
$100. 

Mr. Smith also works with architects, 
contractors and manufacturers on special 
fixtures for church jobs. Installations 
which he has sold include the First Pres- 
byterian Church of Wilkes-Barre, the 
new auditorium of St. Nicholas Church, 
also St. Peter and St. Paul Church in 
Avoca, Pa. 

IES study lamps are another profit- 
able line. About 40 table and 25 floor 
types are displayed. These are sold direct 
to the consumer for cash. The local 
utility maintains a very small display of 
floor lamps and their salesmen prefer to 
bring prospects to the Tomberg studios. 
Sample lamps left for a trial period have 
resulted in quantity sales to a local bank 
and a Catholic rectory. 

Further expansion is planned for the 
fixture department which, by the way, 
also has the responsibility of handling 
some 60 Westinghouse lamp agents. 


\o 
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Obsolete numbers and “close-outs” 
are to be moved to the store room ceiling 
and the studio which they now occupy 
given over to modernistic fixtures, both 
direct and semi-direct. Also commercial 
units will receive more attention during 
the fall season. 

Mr. Tomberg is well pleased with the 
results secured from his $10,000 invest- 
ment in the studios and their stock of 
fixtures. In the first place, he has kept 
Wilkes-Barre’s fixture business for him- 
self. When the “Chase” line was offered 
him he feared that, if he turned it down, 
some other local concern would take it 
on and become established as a fixture 
house. By taking the line himself and 
making the necessary investment, he fig- 
ured that any local firm, which might 
consider entering this field, would shy 
away after seeing the Tomberg set-up. 
And this is just the way it has worked 
out. He is still conducting Wilkes- 
Barre’s only fixture studio. 

Despite general business conditions, 
fixture sales jumped almost 30 per cent 
soon after the new studios were opened. 
Mr. Smith covers all of Luzerne County 
and a sales plan has been worked out 
which gives the contractor a “break” 
and assures his cooperation. 

The Tomberg company’s own tag is 
placed on each fixture, except those of the 
“Chase” line which come already tagged 
and priced. Formerly, every customer 
expected to receive a discount after the 
order was written up. Under the Tom- 
berg method, they are quoted a “tag” 
price which is about 25 per cent below 
list. The contractor’s discount is 334 
per cent from the “tag” price, or about 
50 per cent off the catalog list price. 
This method protects the contractor and 
eliminates quibbling on the part of the 
customer. 

All prices include hanging, the cost 
of which is met by the contractor out of 
his commission. The Tomberg company 
bills the customer direct, and all orders 
are shipped c. o. d., unless the customer 


has credit standing. A deposit is re- 
quired on all orders, the amount depend- 
ing upon the customer’s financial respon- 
sibility. Thus, the contractor has no 
expense other than hanging, as the 
wholesaler maintains the studios, carries 
the stock, sells, delivers, bills and col- 
lects. A state inspection of all wiring 
installations is required in Pennsylvania, 
and this is paid for by the customer. 

This method of selling eliminates the 
contractor as a credit risk and enables 
the fixture department to operate on al- 
most a cash basis. As a result credit 
losses on fixture sales have been almost 
negligible. 

When customers are not brought in by 
a contractor, Mr. Smith believes that the 
man who did the wiring is entitled to the 
commission on the fixtures, regardless 
of whether or not he is a Tomberg ac- 
count. If the contractor who did the 
original wiring job cannot be located, or 
if he will not cooperate, then a reliable 
man in that locality is selected to hang 
the fixtures and receive the commission. 
This policy has resulted in several good 
contractors, who formerly bought else- 
where, becoming regular customers of the 
Tomberg Electric Supply Co. 

In the second place, the new studios 
have very definitely kept business in 
Wilkes-Barre. Local customers formerly 
went to New York to select fixtures and 
some architects are still sending their 
clients to this metropolis, but they come 
back and say Tomberg offers them a bet- 
ter selection right in their home town. 
This, Mr. Tomberg believes, is because in 
New York they see the separate lines of 
individual manufacturers whereas, in his 
studios, they can compare the best num- 
bers of several manufacturers and are 
thus afforded a wider choice. 

Finally, Mr. Tomberg’s courage in ex- 
panding his business at the bottom of the 
depression has been recognized by the 
business men of the community and his 
firm has never been as highly regarded, 
nor enjoyed as extensive good will, as it 
does today. 








+ ’Twas A Hot Day when M. H. 
Dreyer, manager of the Appleton, 
Wis., branch of General Electric 
Supply Corp. leaned back from his 
work and faced the camera. Mr. 


Dreyer has managed that house 
since its opening about a year ago 
after having spent several years at 
the Milwaukee house. 
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New Design in Lunax* 


Available for quick delivery from local stocks. 


SELL CURTIS Eye-Comfort Luminaires to your 
next customer. No matter how insftent and exact- 
ing his demands he is bound to be satisfied with a 
choice made from the large variety of “Lunax’’ 
Luminaires. Refer to your handbook on ‘‘Curtis 
Indirect Luminaires” . . . if you do not have a 
| copy write Curtis Lighting, 1123 West Jackson 
Blvd, Chicago. 


DESIGN 5500 shown here is new . . . stunning 

. . permanently efficient. The distinctive lines 
of this shallow bowl suggest this Curtis unit for 
modernizing interiors with light. . . Especially 
suitable for offices, showrooms, small stores and 
restaurants having low ceilings . . . or where the 
impression of added height lends effectiveness to 
the interior. 



























*“Tunax” is the name used to 
particularly designate lighting 
equipment designed and pro- 
duced by Curtis under “Alzak” 
patents. “Lunax” does not de- 
teriorate . . . maintains origi- 
nal brightness in finish and re- 
flecting efficiency. 


(Above) LUMINOUS BOWL. 
The upper part is of opal glass, 
the rounded cup at the bottom is 
the reflector, made of ''Lunax.’’ 


(Right) OPAQUE BOWL TYPE. 
Made of “Lunax’’ Aluminum. 


Catalog Data 
Standard Finish Polished ‘‘Lunax” .. . a 
very high-grade polished aluminum pro- 
cessed to provide a clear, hard protective 
coating . . . more durable than lacquer. 


Luminous Bowl Type (Left) 
200 Watt. Code Name: “Halo, Jr.” 


Cat. No. 2205. Price Each, $18.75. 
Diameter 16 inches. Depth 4% inches. 


500 or 300 Watt. Code Name: “Halo” 
Cat. No. 5505. Price Each, $19.75. 
Diameter 173/, inches. Depth 5% inches. 


Opaque All Metal Bowl Type (Right) 

200 Watt. Code Name: “Eclipse, Jr.” 

Cat. No. 2200. Price Each, $16.00. 
Diameter 16 inches. Depth 4'/4 inches. 


500 or 300 Watt. Code: “Eclipse” 
Cat. No. 5500. Price Each, $16.25. 
Diameter 191, inches. Depth 5/2 inches. 


750 to 1500 Watt. Code Name: “Orbit” 


Cat. No. 7500. Price Each, $30.00. 
Diameter 24 inches. Depth 71/2 inches. 





The modern rug display shown at right is the 
Cochrane Rug Co., Furniture Mart, Chicago. 








Curtis Lighting 


New York CHICAGO Toronto 
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+ Sure As Shootin’ these fellows are 
with Boggis-Johnson Electric Co., 
Milwaukee. They are a busy bunch 
too, but stole a minute to slip out 


for the picture. At the right is Art 
Thom, stock record clerk, in the 
middle, John Fryjoff, price clerk and 
at the left, Lawrence Wissing, 
counter man. 





FHA Will Now Insure Loans 
On Unattached Equipment 


“The Amended Modernization Credit 
Plan,” a new 30-page bulletin, super- 
sedes previous rules and regulations 
issued by the Federal Housing Admin- 
istration and concerning Title I of the 
National Housing Act. Several pages 
are devoted to questions and answers, 
some of which concern banks and lend- 
ing institutions, while others are of in- 
terest to sales organizations who plan 
to take advantage of either character 
loans up to $2,000 or business and in- 
dustrial loans up to $50,000. 

Three important changes have been 
made in the new regulations which ex- 
tend the scope of FHA insured loans 
and simplify the operation of the 
modernization credit plan. 

1. Lending institutions are permitted 
to determine the credit responsibility 
of applicants, without reference to the 
previous requirement of an annual in- 
come five times amortization payment. 
This credit responsibility is determined 
from a simple financial statement made 
by the borrower on a form supplied by 
the Federal Housing Administration. 

2. The borrower is no longer re- 
quired to be the owner of the property 
upon which the loan is to be expended. 

3. The amendment provides ~ -that 
equipment and machinery which has 
been ruled eligible may now be pur- 
chased and installed without being per- 
manently attached. 


Samples of New Toastmaster 
Delivered by Western Union 


An effective method of introducing 
new merchandise, and the sales cam- 
paign behind it, was employed by Ken- 
neth C. Gifford, manager of domestic 
appliance sales for Waters-Genter in 
presenting the 1935-’36 Toastmaster to 
more than 500 distributors in all parts 
of the United States. 
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Promptly at 10 o’clock on the morn- 
ing of July 22 a Western Union mes- 
senger delivered a giant telegram to 
all distributors. This message advised 
that, between 10 and 11 o’clock the next 
morning two Western Union messen- 
gers would call to deliver the new Toast- 
master hospitality tray and stand, the 
sales plan book and literature for the 
wholesaler’s salesmen. 

These Western Union messengers 
were carefully trained and thoroughly 
instructed so that they worked with 
the sureness and precision of the Navy 
gun crew. They unpacked the sales plan 
book and presented it to the executive 
of the wholesaling firm, then they un- 
packed the hospitality folding stand and 
set atop the tray, the Toastmaster and 
the new accessories. All of this mer- 
chandise was dusted off carefully and 
set in full view of the wholesaler. 


Norge Markets Color Line Of 
Refrigerators and Ranges 


As a direct result of actual balloting 
on color preterence by an audience of 
10,000 women who attended the Norge 
Kitchencraft Show in Detroit last 
September, Norge is now marketing a 
matched color line of refrigerators and 
ranges. White with the conventional 
black base is still high in feminine 
preference, however. 

The design of these refrigerators is 
the same as the Norge de luxe line. 
Finish is mother-of-pearl porcelain in 
the following color range: peach (a 
beautiful light tan with pinkish under- 
tone), green and tan. Interior con- 
struction is identical with white porce- 
lain models. Bases are of mother-of- 
pearl porcelain in a deeper tone. 

Available in matched combination 
with gas ranges, these colored models 
form a kitchen ensemble with complete 
harmony of design and color. Bases of 








+ Now in Milwaukee. After spend- 
ing a long time in and about Sioux 
City, Iowa, Norman Harvey has 
transferred his interests to Mil- 
waukee, where he is specializing on 
refrigeration and the electric kitchen 
for the Westinghouse Electric Sup- 
ply Co. 


E Elevator cable, 


Norge ranges are designed to harmon- 
ize with those of Norge refrigerators; 
front drawer panels, top and backguard 
are of mother-of-pearl porcelain with 
background of ivory. 


Nomenclature of Flexible Cords 


The flexible cord group of the wire 
and cable section of NEMA has re- 
cently issued the following amended 
definitions of all single conductor flexi- 
ble cords and all assemblies of two or 
more conductors bearing Underwriters’ 
Laboratories’ labels, and identified by 
them with the following type letters: 


FF Single conductor fixture 
wire, rubber insulation, 
cotton or rayon braid. 

CF Heat resisting fixture wire, 


single conductor, cotton in- 

sulation, with or without 

braids. 

Heat resisting flexible cord, 

cotton insulation, parallel 

assembly. 

Heat resisting flexible cord, 

cotton insulation, twisted 

pair with overall braid. 

Heat resisting flexible cord, 

cotton insulation, twisted 

pair assembly. 

Heater cord, twisted pair, 

with overall braid. 

HC Heater Cord, twisted cord, 
twisted pair with individual 
braid. 

Cc Rubber insulated- flexible 
cord, twisted pair construc- 
tion. 

PO Rubber insulated flexible 
cord, parallel construction. 

PD Rubber insulated flexible 
cord, twisted pair with 
overall braid. 

r Rubber insulated flexible 

cord, twisted pair, soft rub- 

ber jacket, outside braid. 

Rubber insulated flexible 

cord, twisted pair, soft rub- 

ber jacket, outside braid 
weather-proofed. 


CF—PO 


CF—PD 


CFC 


HPD 


multi-con- 
ductor, rubber insulated 
flexible cords, twisted as- 
sembly, with two or more 
outside braids. 

PO—SJ All rubber parallel cords. 
(Pan cured type. ) 

S Rubber sheathed cord with 


1/16” outer jacket. (Pan 
cured type. ) 

SJ Rubber sheathed junior 
cord, 1/32” outer jacket. 
(Pan cured type.) 

AT Asbestos insulated _ tinsel 
cord. 

CT Rubber insulated __ tinsel 
cord. 

K Rubber insulated flexible 


cord, twisted assembly, with 
two or more outside braids, 
the entire assembly weather- 
proofed. 
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QM THE BULL DOG LINE IS CONTINUALLY EXPANDING TO YOUR GREATER PROFIT ga 


The 55,000 Line 


The NID Line 





The NID Line—the New Ideal 
Switch for Electric Refrigerators, 
Oil Burners, Air Conditioners and 
all Motor Circuits up to 3 H.P., 
115V., 125V. and 250V. 

Features, floating contacts with 
“arcing tips’, unbreakable steel 
handles and frictionless knife-edge 
bearings which preclude lubrica- 
tion. Unique in design and value. 


SwitcH CENTERS 








Switch-Centers—A line of Switched 
Fusenters incorporating the husky 
NID 30 Amp. Toggle Switch as an 
integral assembly. Gives switched- 
fuse control with its greater safety 
for a trifle more than the cost of 
fuse only cabinets and is vastly 
superior in all respects to the syn- 
thetic fuse cabinet with gang 
switch plate. 











The 55000 Line of Combination 
Entrance Switches, Range and 
Lighting Distribution Cabinets for 
“Meter-Switch-Fuse” sequence. 
Designed from a practical wiring 
stand-point, for Surface or Flush 
mounting, this Line has met uni- 
versal approval and is specified as 
Standard by many Power and 
Light Companies. 


Wire Grips 





BullDog Wire Grips—the Better 
Solderless Lug — being neither 
Castings nor Forgings but “Cold 
Flowed” to shape are made of 
Pure Electrolytic Copper for 
Highest Conductivity and Greater 
Mechanical Strength. Only 5 items 
required to cover the complete 
range of sizes from No. 14 wire to 
1,000,000CM Cable; the Minimum 
in Stock investment thus ensuring 
the Maximum in Service. 


BuLLDoc ELE¢TRIC/PRopuCcTS Co. 


DETRGIT MICH. U.S.A. 


Manufactured and Sold in Canada by BULL DOG ELECTRIC PRODUCTS OF CANADA, LITD., Toronto, Ont, Canada 
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Trade Associations 





Electric League Council 
Plans Reorganization 


Representatives of electric leagues 
from 19 cities recently met in Cleveland 
with C. E. Swartzbaugh, chairman of 
NEMA’s business development com- 
mittee, and members of the NEMA 
staff. 

At this meeting, the league managers 
decided to reorganize the Council of 
Electric Leagues. Preliminary recom- 
mendations included extending the 
scope of the council to include all elec- 
tric leagues actively engaged in market 
promotion, also the holding of sectional 
meetings at frequent intervals in ad- 
dition to the annual gathering. 


Chicago Selected For 
NEMA Convention 


The 1935 annual meeting of National 
Electrical Manufacturers’ Association 
will be held at the Palmer House, Chi- 
cago, from Monday, October 7, through 
Friday, October 11, the week preceding 
the NEWA convention 

Topics of extreme importance to sec- 
tions, groups and sub-groups as well as 
to the industry as a whole will be pre- 
sented at the meeting for discussion, 
particularly those vital subjects which 
have been referred back to industry be- 
cause of the adverse decision with re- 
gard to NRA. 

* 


San Antonio Organizes Bureau 
To Promote Air Conditioning 


Formation of the San Antonio Air 
Conditioning Bureau was completed at 
a recent meeting held in the Texas city. 
Meetings will be held monthly. 

Member firms include: Straus-Frank 
Co., Frigidaire; York Ice Machinery 
Co., York; Southern Equipment Co., 
Westinghouse; Electric Household Ap- 
pliance Co., Inc., General Electric; 
R. W. Barnes Co., Inc., Kelvinator; 
Martin Wright Electrical Co., Carrier; 
and the San Antonio Public Service 
Co., associate. 

. 


Washer Manufacturers 
Advertise by Radio 


To augment the newspaper and 
magazine advertising of individual wash- 
ing machine manufacturers, the Ameri- 
can Washing Machine Manufacturers 
Association inaugurated a radio program 
on Tuesday morning, August 20. 

The purpose of the program, which is 
broadcast by a 28 station network, is 
to educate the public on the economy, 
speed, safety, sanitation, and other ad- 
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vantages of the home laundry center- 
ing about the modern washers. 
According to officials of the associa- 
tion, the program will reach a primary 
market of 12,000,000 listeners and a 
secondary market of about the same 


number. 
* 


Committee To Prepare Handbook 
Of Interior Wiring Design 


Groundwork for preparation and pro- 
motion of a Handbook of Interior Wir- 
ing Design for architects, consulting 
engineers, general and electrical con- 
tractors and others was laid at the first 
meeting of a joint industry committee 
in New York City August 14. 

Organization of the joint industry 
committee was at the invitation of the 
Edison Electric Institute sales commit- 
Ree, 

Appointment of a technical subcom- 
mittee to prepare the detailed design 
and specific data, and assignment of 
other parts of the handbook, which has 
been developed in outline, marked the 
initial meeting. It is expected that the 
work will take all winter. 


Chicago Inspectors Require 
60-Ampere Service Switches 


Largely through the efforts of A. J. 
McGivern, managing director of the 
Chicago Electrical Wholesalers Associ- 
ation, the Bureau of Electrical Inspec- 
tors of the city of Chicago has issued 
a list of enclosed switches approved for 
use as service switches. This list is in 
addition to one covering meter service 
switches and applies especially to out- 
door metering installations. 


Previously there were no regulations 
in force in the Chicago area covering 
service switches on such installations. 
As a result, cheap switches of the 
“mouse trap” variety, listing at from 
$1.90 to $3.00, were frequently installed 
when no meter service switch was re- 
quired. 

Under the new rules, which took ef- 
fect August 10, all enclosed switches, 
where used as service switches, must be 
of the accessible fuse type and’ of at 
least 30 ampere capacity. Except on 
small jobs, at least a 60 ampere, 3-wire 
switch, listing at $10.75, is required. 
Thus, in addition to affording protec- 
tion to life and property, the new regu- 
lations will favorably affect the sales 
of both wholesalers and the switch 


manufacturers. 
« 


Industry Awards Planned By 
RMA and Broadcasters 


Plans for an annual industry event, 
providing awards in broadcasting sim- 
ilar to the annual Pulitzer press compe- 
tition, have been formulated by RMA 
and the National Association of Broad- 
casters. Details of the plan will be 
worked out by committees from each 
group. The RMA committee will be 
under the chairmanship of Powel Cros- 
ley, Jr. of Cincinnati. 

. 


Fewer Outstanding Accounts 
Reported by NECA Members 


Members of the National Electri- 
cal Credit Association, including both 
manufacturers and wholesalers in the 
electrical, radio and automutive fields, 
reported an increase in sales during 
July as compared with June, with a 
smaller percentage of outstanding ac- 
counts at the end of the month. Im- 
provement in collections was especially 
noticeable in the radio field, according 
to Arthur F. Hearl, secretary of the 
association. 








+ An Even Half Dozen who work for the Wichita, Kansas, branch of the 


Westinghouse Electric Supply Co. 


The four “steppers” in front are: Mrs. 


J. M. Beeson, clerk; Miss I. Frost, stenographer; D. Soderberg, service, 
and L. F. Krause, shipping clerk. At the right in the rear stands the man- 
ager, R. R. Farry, and his companion is H. Lindstrom, price clerk. Mr. 
Farry is known to wholesalers in other parts of the country having worked 


in the East and at a Texas house. 
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HERE’S A 6-STATION TELEPHONE $ 
SYSTEM THAT SELLS FOR = 





Both the wall and desk Serv-U- 
Fones are beautifully propor- 
tioned instruments of modern 
handset design. 











While at the N.E.W.A. Con- 
vention, visit the factory 
where these telephones 

are made. 














Serv-U-Fones are modern, inexpensive private telephones that offer 
new opportunities for profit for the aggressive wholesaler. They have 
been designed to reach that tremendous latent market that needs 
private communication facilities but which cannot afford more elabo- 
rate and expensive systems. They are made and guaranteed by one 
of the world’s foremost makers of commercial telephone equipment. 


Serv-U-Fones are furnished in four systems ranging in capacity 
from two to eight stations — wall or desk telephones as preferred. 
Each instrument is packed in a corrugated box and can be handled 
like any electrical appliance. Full wiring instructions are furnished 
and virtually anyone with household tools can install them. No spe- 
cial technical knowledge is required. Catalog and confidential dis- 
count sheet will be supplied to you without obligation. See our 
nearest sales representative or write direct. 


% Never before have private telephone systems been offered at 
anything approaching Serv-U-Fone prices. The list price for the 
Two-Station System, for example, is only $10.00. The Master Station 
System of six telephones, illustrated, has a list price of only $49.75 
(exclusive of wiring). Larger or smaller systems are proportionately 


priced. 


AMERICAN AUTOMATIC ELECTRIC SALES COMPANY 


1033 West Van Buren Street - Chicago 
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+ Two Hoosiers came over to play golf in Illinois so teamed up with two 
Westinghouse men at the Hickory Hills Golf Course. B. J. and J. J. Mc- 
Caffery are with The McCaffery Co., South Bend. The men at the right 
are Riley DeLano and Fred J. Schmidt of the Westinghouse Electric Sup- 
ply Co. 





Manufacturers and _ Distributors 
Exhibit at New York Show 


Presenting the newest in lighting, 
heating, refrigeration, air conditioning, 
oil burners, electric cookery appliances 
and radio, the 1935 Electrical and Radio 
Exposition, to be held September 18 to 
28 at Grand Central Palace, under the 
sponsorship of the Electrical Association 
of New York, will present exhibits by 
leading national manufacturers and 
metropolitan distributors. 

In addition to the hundreds of com- 
mercial exhibits the exposition will 
offer unusual free entertainment 
features. The “Hall of Science,” which 
will occupy a large part of the second 
floor, will show and demonstrate the 
non-commercial electrical and scientific 
inventions of which the general public 
has known only through reading about 
them. A group of scientific men of 
standing and reputation as _ lecturers, 
will present an opportunity for the lay- 
man to learn at first hand just what the 
amazing things he reads about look like 
and what they do. 

Two glass faced radio broadcasting 
studios, complete in every detail, will 
render regular programs by well-known 


artists. 
* 


New Oil Burner Institute 
Adopts Broad Program 


The creation of an Oil Burner Insti- 
tute to succeed the American Oil 
Burner Association and the adoption of 
a broad gauge program was voted by 
leading manufacturers in the oil burner 
industry at a recent meeting in Cleve- 
land. 

Immediate objectives of the new or- 
ganization include: 1. Formation of a 
strong solidified organization to carry 
out the mutual objectives of all oil 
burning appliance manufacturers and 
affiliated interests in the United States. 
2. Promotion of high standards of 
equipment, establishment of an OBI 
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symbol of approval, and its national ex- 
ploitation. 3. National vigilance to 
oppose passage of unfair and unreason- 
able laws, ordinances and regulations 
through cooperation with the member- 
ship in various sections of the country 
affected. 4. Compilation and distribu- 
tion of essential trade information and 
data for advancement of the industry 
and enlightenment of the public. 5. 
Promotion of free exchange of informa- 
tion between members looking toward 
increased economy and profits. 6. An 
aggressive program for advancement, 
including an annual exhibit or show, to 
assure a growing recognition among 
manufacturers of progress to be made 
through solidarity of planned cooperation 
and action with each other and with each, 
of the component elements of the allied 
industries and services. 
* 


Contractor-Utility Committee 
On Business Development 


A joint committee, representing the 
National Electrical Contractors Associ- 
ation and the Edison Electric Institute, 
will meet in Chicago September 10 to 
discuss market development and eco- 
nomic problems of common interest to 
contractors and _ utilities. 








+ At The Counter, customers of 
the Alexander M. Kailing Co., Mil- 
waukee, meet Ray Altag, left, and 


his smocked companion, Lloyd 
Dunstan. Alex Treis, right, stepped 
over from the office to be snapped 
with his fellow-workers. 


Inspectors Urge Participation in 
Fire Prevention Week 


Fire Prevention Week, to be held this 
year from October 6 to 12, offers the 
electrical industry an opportunity to 
cooperate with the National Board of 
Fire Underwriters and electrical inspec- 
tors to promote safety in the home. 
It is the hope of the inspectors that 
every division of the electrical business, 
in every community in the United 
States, will get behind this drive and 
do everything possible to assure its 
success. 

Generally speaking, electrical con- 
tractors get into the homes of their cus- 
tomers altogether too seldom, Fire Pre- 
vention Week offers them an excellent 
means of renewing their contacts with 
all their customers, past and present. 
Customers will be glad to let their 
electrical contractor visit their homes or 
places of business to inspect their elec- 
trical installations. The mere statement 
that Fire Prevention Week is a good 
time for all of us to make sure that we 
are harboring no fire hazards will be 
sufficient to get the contractor into most 
places that he approaches. Once he is 
inside he will find occasion on the ma- 
jority of his calls, to point out danger 
spots. He will find plenty of them and 
many can be converted into sales, 

The retailer of electrical goods can 
back up Fire Prevention Week in many 
ways. He can do telephone selling, 
send out direct advertising, etc. He 
might, for example, stage both a win- 
dow and store exhibit, which would 
explain graphically the difference be- 
tween standard and sub-standard cord 
and appliances and tell why sub-stand- 
ard cord is a fire hazard. People could 
thus be told how the bracelets enable 
them to identify safe cord. Also, Fire 
Prevention Week is an opportune occa- 
sion for the retailer to check over his 
stock of appliances and electrical de- 
vices to make sure that only standard, 
that is bracelet-carrying, cord is used 
on them. 

Wholesalers and manufacturers can 
lend a hand, particularly in the localities 
where they are situated. There are a 
number of Fire Prevention activities 
that all elements in the industry can 
sponsor. 

For example, everybody can take part 
in lining up the schools. The story of 
Fire Prevention Week should be told 
in every classroom in the country dur- 
ing this October week. When a disas- 
trous fire strikes, children, too often, 
are the worst sufferers. The most tragic 
part of this is that most fires are un- 
necessary, usually the result of care- 
lessness. Children are quick to learn. 
Telling them of the most common causes 
of fires and how they can be prevented 
will support Fire Prevention Week in a 
resultful way. 

The electrical industries, as a whole, 
can also line up all of the local organi- 
zations of various types to cooperate 
in this campaign against fire. 
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Wholesaler Activities 





General Electric Distributors 
Attend “Camp Merchandise” 


Representatives of the General Elec- 
tric Co., the General Electric Supply 
Corp., and 50 independent distributors 
gathered in Bridgeport last month for 
the annual sessions of “Camp Merchan- 
dise.” 

Following the customary flag raising, 
the 800 men in attendance were ad- 
dressed by Gerard Swope, president, 
and C. E. Wilson, vice-president of 
General Electric. Business sessions, 
held in the auditorium of the Warren 
G. Harding High School, were con- 
ducted by the heads of the various 
product sections of the merchandise de- 
partment. 

The annual distributor dinner, served 
at the Seven Gables Inn, Milford, 
Conn., concluded the four-day sessions. 


Koehler Supply Opens Branch 
In Amityville, L. I. 


Koehler Electrical Supply Co., 284 
Greenwich St., have opened a branch 
office at 22 Park Ave., Amityville, L. I. 
F. S. Staats, who has been active in the 
electrical field for several years, has 
been named as manager and will be 
in full charge of all Long Island busi- 


ness. 
* 


Carnahan & Dalzall Announce 
Executive Changes 


E. M. Carnahan, who has been asso- 
ciated with Carnahan & Dalzell, Inc., 
31 John St., New York City, since 


1933 as vice-president, has resigned 
from the organization. The affairs of 
the corporation are now in the hands 
of R. L. Andrews and W. E. Coyle. 

Mr. Andrews has been with the firm 
since 1915. He was appointed secre- 
tary in 1923. Since the death of R.O. 
Carnahan in August, 1933, he has held 
the post of general manager. Mr. 
Coyle came to the company in 1923 
and was made treasurer in May of this 
year. 

> 


Terry-Durin Co. Increases 
Sales Organization 


Four men have been added to the 
sales force of the Terry-Durin Co., 409 
Seventh Ave., Cedar Rapids, Iowa. 
D. K. Phillips, O. G. Billingsley and 
Perry E. Johnson are new specialty 
men. They will handle refrigerators, 
air conditioning and oil burners. 

Paul D. Anderson will handle general 
supply lines. He will cover Southeast- 


ern Iowa. 
a 


Graybar Employees Win 
Service Buttons 


Ten Graybar employees recently com- 
pleted service records ranging from 20 
to 30 years. On the list are three sales 
managers: Emmett F. Haling at Fort 
Worth, and Y. Peyton King at Char- 
lotte, both rating 30-year service but- 
tons; and Ernest B. Denison at Tampa, 
with 25 years to his credit. 

Albert V. Willets, credit manager at 
Chicago, and Edwin J. DesCamp, 
power apparatus specialist at Seattle, 








+ Well Prepared for the hot weather are these four members of the Cres- 


cent Electric Supply Co., Madison, Wis. 


bert, who does the purchasing, Bill Cole, 
Schaub, city salesman, and W. B. Bates 


smoothly. 
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Reading from the left: Clark Gil- 


specialty appliance salesman, A. J. 


who keeps the office running 


joined the 25-year group. Edward J. 
O’Donnell, salesman at Chicago, and 
Bernard Kues, warehouse foreman at 
Cincinnati, also received their 25-year 
service buttons. 

Bernard P. Martinson, a representa- 
tive of the New York sales department, 
and Pearl Furr, telephone operator at 
Dallas, completed their 20th year. 
LeRoy S. Knowles of the Boston sales 
department stepped up for the 30-year 


award. 
® 


Union Equipment & Supply 
Moves To New Home 


Union Equipment and Supply Co. 
moved to new quarters at 51 Pine St., 
Providence, R. I., last month. They 
were formerly located at 31 Pine St. 

S. Merrill Morse, formerly with the 
Belcher and Loomis Hardware Co., has 
joined the sales staff of the organiza- 
tion and will cover the Providence 
territory. 

R. L. Holmes has resigned from his 
position as vice-president of the 


organization. 
* 


G.E. Supply Corp. Opens 
Two New Houses 


The General Electric Supply Corp. has 
opened a new warehouse at 117 East 
Pearl St., Jackson, Miss. The branch 
will report to the company’s office at 
New Orleans, 

Another warehouse has been opened 
at Boise, Idaho, with R. S. Belknap as 
resident salesman. The house is lo- 
cated at 1210 Grove St. and will be 
under the direction of the office at 
Butte. 

The branch at Rockford, IIl. has been 
moved from 635 Seventh St. to 118 S. 
First St. 

F,. H. Lamb has been appointed as 
operating manager of the branch at 
Indianapolis replacing E. H. Ewert. 


Hopkins Named Sales Manager 
Of Turner Supply Co. 


H. M. Hopkins has been appointed 
sales manager of the Turner Electric 
Supply Co., 470 Brainard St., Detroit. 
Also, three new men have been added 
to the sales force. J. B. Folsom and 
E. Ouellette will cover Detroit, while 
H. C. Thayer will handle some city ac- 
counts and also cover the lower part of 
Michigan. 

* 


Sterling Electric Adds Salesmen 


Bryson B. Smith and Sherwood B. 
Harrison have been added to the sales 
force of the Sterling Electric Co., 33 
S. Fifth St., Minneapolis. Smith will 
work in the city and Harrison will con- 
fine his efforts to the road. Edward 
McGuire has joined the inside staff. 

All of these men are experienced in 
the electrical supply business and know 
the Minneapolis territory. 
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EDISON MAZDA LAMPS 
stay BRIGHTER LONGER / 









"SS and 100-matts OO Ohio- 


Park. Cleve’ 








Th AT’S the theme in this fall’s magazine ad- Tell your dealers they'll sell more lamps if they 
vertising ... Edison Mazpa Lamps Stay Brighter tie in with this advertising theme simply by say- 
Longer. Your dealers and their customers will ing to customers: “Edison Mazpa lamps stay 
read this forceful message in the nation’s leading brighter longer ... and give more light for every 
magazines. It gives your dealers a short, convinc- dollar’s worth of electricity consumed.” General 
ing selling line to use with customers. Electric Company, Nela Park, Cleveland, Ohio. 


EDISON MAZDA LAMPS 
GENERAL @ ELECTRIC 
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+ Father and Son. William H. 
Vogel, Jr., after graduation from 
college a few years ago, decided to 
enter the electrical supply business 
and is following in the footsteps of 
his father, who is president of the 
Ostrander Electrical Supply Corp., 
New York City. 





Stratton & Terstegge Add 
New Radio Line 


Stratton and Terstegge Co., 1501 
Main St., Louisville, Ky., have taken 
on the distributorship for Stromberg- 
Carlson radios in Kentucky, Indiana 
and part of Ohio. According to 
Charles F. Atkinson, advertising man- 
ager of the company, extensive promo- 
tional activities are planned for the new 
line. 

. 
Union Supply Opens 
New Lamp Studio 


The Union Electrical Supply Co., 92 
High Street, Boston, Mass., will open 
a lamp studio for the use of retail deal- 
ers during September, and will main- 
tain this new section as a permanent 
addition to its facilities. A street floor 
location has been provided with an 
area of about 800 sq. ft. The studio 
will be in charge of C. M. Day. 








+ In Electrical Business. Although 


the Thomas Supply Co., Racine, 
Wis., was interested primarily in 
plumbing lines for many years, the 
men there are also actively pushing 
electrical lines. R.A. Thomas, sec- 
retary of the firm handles the elec- 
trical department. 
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Graybar Transfers Robinson 
To Boston Office 


Harold W. Robinson has been trans- 
ferred from the Providence branch of 
the Graybar Electric Co., where he 
was in charge of warehouse and counter 
service, to the Boston offices of the 
company. He has been assigned to the 
post of Boston quotation correspondent, 
succeeding William Munroe, recently 
retired. Mr. Robinson has been suc- 
ceeded at Providence by Arthur M. 
Dawson, a-son of Harry E. Dawson, 
secretary of the Rhode Island Electrical 


League. 
. 


Listenwalter and Gough 
To Market ABC Washer 


With an initial order for 1,000 
machines for immediate shipment and 
promised sales of 1,000 machines per 
month, Listenwalter and Gough, 827 E. 
First St., Los Angeles, have obtained 
the agency for the ABC washer. Phil 
Gough, president of the company, com- 
pleted arrangements on a recent trip to 
Altorfer Brothers Co., Peoria, IIl., 
manufacturers of the washer. Upon 
his return home, he hired three new 
washer salesmen, who were with the 
former distributor. 

The Los Angeles headquarters of 
Listenwalter and Gough have recently 
undergone extensive alterations. The 
showrooms have been enlarged by 
2,500 sq: ft. 

o 


G.E. Supply Enlarges Branch 
At Springfield, Mass. 


C. M. Smith has been transferred 
from Worcester to the Springfield, 
Mass., branch of the General Electric 
Supply Corp. as operating manager. 
He replaces W. P. Richardson who has 
been assigned to the Worcester house. 

A need for larger quarters has 
prompted a change of address at the 
Springfield house. Office and ware- 
house are now located at 20 Oak St., 
instead of 116 Liberty St., while a dis- 
play room is maintained at 555 State 
ot. 

* 


Imperial Supply Expands 


Imperial Electrical Supply Co. has 
constructed an extension to their pres- 
ent location at 614 Atlantic Ave., 
Brooklyn. Increased volume of busi- 
ness from Brooklyn and Long Island 
necessitated the expansion. 


Hudson Supply Modernizes 
Showroom and Warehouse 


In order to provide more space for 
storage and showroom purposes, the 
Hudson Electric Supply Co. have 
undertaken a program of extensive 
alterations at their headquarters, 957 
Bergenline Ave., Union City, N. J., 


which will provide enlarged warehouse 
facilities. 

According to Joseph L. Levin, presi- 
dent of the company, who is supervis- 
ing these changes, the plans call for a 
store front that will be one of the most 
modern in Hudson County. It will be 
made completely of glass with modern- 
istic frames and will incorporate the 
latest improvements for displaying light- 
ing equipment. 

” 


Harper & McIntire to Market 
Horton Washers in Iowa 


Harper & McIntire, Ottumwa, Ia., 
have been appointed exclusive dis- 
tributors of Horton washers in the State 
of Iowa. 


Obituary 


Benjamin C. Watts 


Benjamin C. Watts, owner of B. C. 
Watts and Co., 405-407 Fourteenth St., 





Benjamin C. Watts : 


Denver, died in the Colorado city on 
July 26, after an illness of five weeks. 
Mr. Watts was born in Jeffersonville, 
Ind., Jan. 8, 1876. Early in his business 
career, he went to work for the Ameri- 
can Car and Foundry Co. in his home 
town and was later transferred to the 
purchasing department at St. Louis. 
After 15 years with this organization, 
he moved to Denver and started the 
business which bears his name. 

Always active in cooperative activi- 
ties in Denver, Mr. Watts was honored 
by his associates with a term as presi- 
dent of the Denver Electrical Whole- 
salers Association. 

In addition to his sister, Miss Fannie 
P. Watts, Mr. Watts is survived by 
three nephews, James W. and Richard 
S. Willey of Denver and Benton C. 
Watts of Chicago. The business will 
be carried on by James and Richard 
Willey, who have been associated with 
their uncle in business for 13 and 12 
years, respectively. 
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They all tie in.. 


This year the electrical industry is to profit from 
fire prevention activities during the week of 
October 6th ... directly and indirectly. 


There is indirect profit to all in safeguarding elec- 
tric service in the home. 


There is direct profit from timely, visible tie-in 
with this great nation-wide movement. 


It will give a lift to the business accruing from the 
public education being carried on by the “Safe- 
guarding Electric Service In The Home” cam- 
now blanketing the nation with lec- 


paign... 
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tures, exhibits, displays. Around this movement, 
based on the need for approved, labeled cord and 
other devices the whole “Safety in Wiring” pro- 
gram revolves. They are intertwined. 


If you have not yet participated—get in touch 
with your local inspection bureau. They will 
advise you of how you can make the most of a 
movement directly affecting your business. If you 
are demanding APPROVED LABELED CORD 
and approved materials, you have the basis for 
cooperation. 
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Brannon, Inc., New Detroit 
Appliance Manufacturer 


J. A. and W. A. Anderson, formerly 
engaged in the manufacture of electrical 
welding equipment, are the president 
and vice-president, respectively, of 
Brannon, Inc., 14307 Third Ave., De- 
troit. Production and sales will be di- 
rected by Herbert E. Brannon, for many 
years active in the appliance field. 
Among the first items to be announced 
are a cordless iron and an electric tea 
kettle. 

e 


U. S. Rubber Entertains 
250 Lamp Men 


The wire division of United States 
Rubber Products, Inc., was host at a 
party for 250 members of the lamp in- 
dustry during the seventh semi-annual 
New York Lamp Show in July. 

Held in a private air-conditioned din- 
ing room of the New Yorker Hotel on 
the afternoon of July 24, one of the hot- 
test days of the year, the party afforded 
a welcome and effective way of obtain- 
ing at least temporary relief from the 
prolonged heat wave. 


H. H. Roberts To Represent 
Wilson Lighting 


Appointment of the H. H. Roberts 
Co. as exclusive representatives for 
metropolitan New York has been an- 
nounced by Wilson Lighting, Inc., Chi- 
cago. From their office at 41-43 War- 
ren St., this organization will handle 
the entire Wilson line of floodlights, re- 
flectors and lighting specialties. 


* 
Simplet Names Representatives 


H. R. Vaughan, 3138 Schubert St., 
Cincinnati, has been appointed as repre- 
sentative for the Simplet Electric Co., 
Chicago. 

Henry F. Yost Co., 1264 Folsom St., 
San Francisco, is now handling sales 
for Simplet on the coast. They are also 
carrying a stock of Simplet products. 


Morford Appointed Field 
Specialist for Hotpoint 


Erle Morford, formerly with the 
Stewart-Warner Corp., has been ap- 
pointed a field specialist for the Hot- 
point refrigerator division of General 
Electric Company’s specialty appliance 
department. He will have headquarters 
at Nela Park, Cleveland. The appoint- 
ment was made by Harry C. Mealey, 
manager of the Hotpoint refrigerator 
division. 
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Morford was connected with Stewart- 
Warner for 24 years, covering the 
north central states on refrigerators 
and radios. For five years he was 
Cleveland distributor for Stewart- 
Warner. 

In his new position he will cover 
wholesaler sales organizations. 

’ 


Automatic Washer Appoints 
New Distributors 


Appointment of the Capital Paper 
Co., 225 W. South St., Indianapolis, as 
distributors of washers and ironers in 
the state of Indiana has been announced 
by the Automatic Washer Co. 

Herbert H. Horn, 1201 S. Olive St., 
Los Angeles, has been named as the 
company’s distributor for southwestern 


California. 
® 


E. H. Bell Forms Sales Agency 
In Los Angeles 


Under the name of the Associated 
Sales Engineers, E. H. Bell has opened 
an office as manufacturers’ sales repre- 
sentative at 912 E. Third St., Los An- 
geles. The new location will also pro- 
vide warehouse facilities. 

For the past several years, Mr. Bell 
has covered Southern California and 
Arizona as sales representative for the 
Jeffries Transformer Co., the Leach 
Relay Co. and several electrical manu- 
facturers in the East. A. G. Patterson, 
who has been identified for many years 
with the selling and servicing of pro- 
gram clock and signaling systems for 
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educational institutions, will be associ- 
ated with Mr. Bell. 

T. F. MacDonough, formerly with 
the Benjamin Electric Co., will serve as 
lighting specialist. 

» 


Holyoke Moves Chicago Office 
To Larger Quarters 


The Holyoke Co., wire manufac- 
turers, have moved their Chicago offices 
from 65 E. South Water St. to larger 
quarters at 325 W. Huron St. F. Wil- 
liam Bauer will continue in charge of 
the office. He will maintain a stock of 
radio hook-up wires and cords at his 


new location. 
® 


Searles Heads Sales Promotion 
At International Radio 


W. Keene Jackson, sales manager of 
International Radio Corp., Ann Arbor, 
Mich., has announced the appointment 
of V. A. Searles as advertising and 
sales promotion manager of the com- 
pany. In his new post, Mr. Searles 
will be in charge of the promotion of 
the Kadette radio line. 

Previous to his appointment to this 
position, Mr. Searles served for eight 
years as advertising director and sales 
promotion manager of the Sparks- 
Withington Co., Jackson, Mich. 


Beardsley & Wolcott Appoint 
Marketing Counsel 


The Federated Sales Service, 729 
Boylston St., Boston, announces its ap- 
pointment as marketing counsel for the 
Beardsley & Wolcott Mfg. Co., Water- 
bury, Conn. They will aid this appli- 
ance manufacturer in all phases of sales 
work, especially in the selection of sales 
representatives. 


¢,," 
* 
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+ Sales Are Mounting for Toastmaster so the recent sales convention held 
by the Waters-Genter Division of the McGraw Electric Co. in Minneapolis 
was launched with great enthusiasm. Among the key men present were: 
(Left to right) G. D. Montgomery, New York City; William E. O’Brien, 
assistant sales manager, Minneapolis; H. C. Genter, vice-president, Minne- 
apolis; Lee J. Morris, Philadelphia; K. C. Gifford, sales manager, Minneapo- 
lis; O. A. Alderman, Seattle; A. J. Cole, Pacific Coast manager, Los Angeles; 
S. J. Sutton, Chicago; R. S. Christy, Atlanta; and J. K. Munger, Detroit. 
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SUPERIOR 
WIRING DEVICES 





Wires are car- 
ried in sepa- 
rate channels 
in this insulat- 
ing raceway. 
(Shown actual 
size.) 


Circuit can be 
“tapped” at any 
point to install 
this neat, compact 
duplex receptacle. 











Flexible raceway is 
cemented to wall with 
special AddHere ce- 
ment. Note corner bend 
without elbow fitting. 


















A new idea 


A new way to add convenience out- 
lets decoratively and with color 


A new and novel method of instal- 
lation 


A new and approved material to 
eliminate objectionable cord ex- 
tensions 


BRYANT ADDHERE 


surface extension wiring 


Here, at last, is the practical answer to a problem that has long beset 
the electrical industry—the addition of outlets in already-wired 
buildings at low cost, with an approved wiring material. 


To the electrical jobber, it means an opportunity to increase wiring 
volume and profit. 


To the electrical contractor, it means the long-looked-for opportun- 
ity to re-enter the wiring business in the only big market of today— 
millions of already-wired buildings. 


To the public utility, it means more usable load-building outlets, less 
treuble-shooting, and more satisfied customers. 


To building owners and managers, it means outlets that can be easily 
and inexpensively changed to suit the demands of tenants. 


To people everywhere, it means an end forever to the inconvenience 
and risk of long, loose cords and “home-made” wiring jobs. 






Recognized by Article 516 of the National Electrical Code. 
Listed and Labelled by Underwriters Laboratories, Inc. 









































































SAFE - - MODERN - - INCONSPICUOUS .- - - 


Bryant AppHere is an entirely new and different 
method of making surface extensions 


Starting the “Run’”’ 


The circuit is easily picked up from 
an existing convenience outlet by the 
use of an AddHere frame, in color to 
match the raceway. If desired, more 
than one run can be brought out from 
ithe existing outlet. 


Installing the Raceway 


AddHere Raceway is cemented per- 
manently to surfaces by the use of a 
specially developed cement. No tacks, 
no nails, no screws! Installation is 
made easily, without noise, muss or 
dirt. 


Adding Outlets 


Outlets can be easily added at any 
point in the run, by installing the 
compact AddHere duplex receptacle. 
This receptacle is provided in colors 
to match the raceway. 


How Run Is Extended 


The run of AddHere raceway can be 
as long or short as desired in the room 
in which it originates. Neat, incon- 
spicuous and flexible, the raceway 
can be fitted snugly around door or 
window frames to make a complete 
“loop” of the room—always desirable 
for future convenience. It can be car- 
ried inconspicuously in corners up to 
the picture molding for the installa- 
tion of the ingenious AddHere Pen- 
dant outlet, shown on the opposite 


page. 


Important Sales Policy 


AddHere is available only through 
authorized Bryant distributors, to be 
sold by them to competent or licensed 
electrical contractors for installation. 
This is a strict policy to protect the 
legitimate electrical trade. 


Bryant ADDHERE Raceway and Fittings are in 
four colors to match popular interior finishes 
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—THE BRYANT 
ADDHERE PENDANT 


Here is the first and only wiring development by which electrical 
outlets can be readily installed or re-located on side walls at any 
desired height or position. The Bryant AddHere Pendant “taps” 
a run of AddHere Raceway near the ceiling with a special fitting, 
firmly anchored in place. The insulated wires in the Pendant are 
safely covered by an attractively designed fabric. At the end of 
the Pendant (which is seven feet long and adjustable to shorter 
lengths) is a smartly styled three-way convenience outlet. Note, 
in the picture below, how the Pendant can be swung away from 
the wall so the user can see the outlet. 
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Pendants are available in six sci- 
entifically selected colorsto blend 
with wall decorations. White, 
Ivory, Tan, Gold, Peach, Green. 
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Here, a difficult wiring problem has been solved inexpensively and attractively with Bryant 


AddHere. Notice the two pendants on the chimney breast providing outlets for the lamps on 


the mantelpiece, which ordinarily would be wired with long, unsightly cords. Notice, too, how 


inconspicuous the AddHere raceway is beneath the picture molding and above the baseboard. 








An AddHere Pendant between twin beds pro- A convenience undreamed-of before. See how 
vides handy outlets for table lamp, bedhead the AddHere Pendant, placed at a buffet, can be 
lights, electric clock, warming pad, electric conveniently used for electrical appliances. 
heater, ete. No stooping, no fumbling, when And notice that the user can make the connec- 


appliances are connected or disconnected. tion without effort. 


Sell Bryant AddHere for electrical modernization under F.H. A. 


For complete information write 


THE BRYANT ELECTRIC COMPANY 


atte BRIDGEPORT CONNECTICUT 


NEW YORK CHICAGO SAN FRANCISCO 





End fitting 
for terminating 
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Tested Merchandising Ideas 
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Service Plan Sells Group 
Of Major Appliances 


Plans for the promotion of group 
sales of major appliances are rather 
scarce. Here is one, however, which a 
dealer has found to be highly successful. 
Further than that, it was rather in- 
expensive, because the plan, itself, 
brought in sufficient revenue, exclusive 
of sales, to cover most of the cost. 

The idea revolves around an offer by 
the dealer to send a representative into 
the home with all the necessary appli- 
ances to completely clean the home and 
to wash and iron a week’s accumulation 
of clothes. A charge of two dollars was 
made for the service. 

A washer, an ironer, a hand iron and 
a large and small vacuum cleaner were 
involved in the operation. The price 
was attractive, because it was consider- 
ably below the cost of hiring help. On 
the other hand, many people that would 
hesitate to ask for an extensive home 
demonstration because of the feeling 
that they would be under obligation, 
felt no qualms in asking for this service 
because they were paying for it. 

Store and newspaper promotion 
stressed the fact that the offer was made 
with the idea of proving how much 
better and faster modern electrical 
appliances could do such a job. The 
announcements insisted, however, that 
those who used the service were paying 
for it and were under no further obliga- 
tions, whatever. 

In working in the home both the 
salesmen and saleswoman (this dealer 
used both) were careful to bring out 
the speed, the absence of back-breaking 
effort and the improved results for 
which the appliances were responsible. 
They were equally careful to avoid any 
pointed sales effort. At the conclusion 
of the day’s work, the housewife was 
given a plan whereby she could pay the 
same amount each week, do the work, 
herself, and own one or more of the 
appliances within a stated period of 
time. 


Prize For First Baby Builds 
Live Prospect List 


The problem of building a live list of 
prospects for a particular type of 
product has been solved by an ingenious 
dealer in the East. His plan revolves 
around bottle warmers, heating pads, 
electric heaters and other items which 
would interest a household that has 
just had a new arrival. 

Through window displays, store dis- 
plays and occasional newspaper adver- 
tising, this dealer advertises a prize 
award for the first and second babies 
born each month. The prizes vary. One 


Whieh the 
wholesaler’s 
salesman 
can pass on 


to his dealers 











month he gives away a heater and a 
bottle warmer; another month, he offers 
a heating pad and a night lamp. 

The feature that really makes this 
idea pay dividends is not the publicity 
which it gets for his store and his mer- 
chandise, although that is considerable 
and consequently productive of busi- 
ness. The real return comes in the list 
of names that he gets by requiring all 
candidates for the prizes to register 
ahead of time. They can fill in a form 
at the store or send a post card, giving 
the name and address and the month in 
which the baby is expected. There is 
no other requirement gnd the list is 
not given any publicity. 

After the prizes have been awarded 
for the month, the list of names is care- 
fully gone over and most of them are 
aggressively followed by mail and by 
personal calls. The dealer has found 
that with a tactful approach, there is 
little resentment to this procedure. His 
proportion of sales has been consider- 
able and many times such contacts have 
produced good business for the major 
appliances. 


Free Dinner With Each Sale 
Moves Cookers 


By the unique but attention-arresting 
method of offering a complete dinner 
for four people with every cooker pur- 
chased, a cooperative campaign in the 
South has brought results. 

All cookers were delivered the day 
after they were purchased, ready to 
plug in. Instructions for cooking ac- 
companied each unit along with the 
promised dinner. Where members of 
the entire family were employed during 
the day, they were instructed to call for 
the cooker on their way home from busi- 
ness. In such cases the dinner was 
completely prepared and ready to serve 
upon their arrival at home. 

Although this selling device appears 
to be quite simple, the novelty of the 
idea and the desire to get something 
free has made it successful. It also puts 
the appliance to early use. 
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Fan Idea Wins Award For 
Best Sales Suggestion 


Here is the sales idea that won the 
$5 prize which ELEcTRICAL WHOLESAL- 
ING offered recently for the best sug- 
gestion of the month. It was submitted 
by E. H. “Duke” Hamblet of the 
Rochester house of the General Electric 
Supply Corp. 

“The sales of fans to hospitals has 
always been difficult because the noise 
of the blades was considered by most 
hospital authorities to be upsetting to 
the nerves of the patients. At the same 
time, the possibilities for a substantial 
sale always seemed good because those 
who are ill in hot weather are doubly 
appreciative of anything which adds to 
their comfort. 

“Having a sample of the new quiet 
type of fan with me during a recent hot 
spell, I sought out one of my dealers 
and urged him to make a trip to the 
hospital for a demonstration. He was 
reluctant because of previous failures 
with the ordinary type of fans but 
finally agreed. He came back with an 
order and within a few weeks had sold 
14 with a promise that more rooms 
would be equipped before the summer 
was over. 

“Most any town of any size has a 
hospital and this test would indicate that 
they are now prospects for considerable 
fan business, regardless of their attitude 
in the past.” 


Display Contest To Bring 
Cash To Live Dealers 


Dealers have an opportunity to cash 
in this month on effective displays of 
appliances. If these displays feature the 
products of one of the 12 manufacturers 
who are contributing to the electrical 
housewares program, they are eligible 
for cash awards of $100, $50 or $10. 
There will be five prizes of the latter 
amount. 

The display must actually be installed 
in a store serving the public and must 
be set up before September 30. It may 
be a still or a demonstration exhibit. 
The judges will consider sales appeal, 
choice of location, attractiveness and in- 
dividuality in choosing the winning dis- 
plays in each class. Displays that sell 
merchandise and displays with a real 
idea are particularly desirable. 

Utilities, department stores and other 
dealers may all compete. A complete 
set of prizes will be awarded in each 
class, however. A photograph of the 
display and a letter of explanation must 
be received by Edison Electric Institute, 
420 Lexington Ave., New York City on 
or before October 10, to make the 
sender eligible for a prize. 
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A Section Devoted to Manufacturers’ Descriptions of Their Products 





Pushbutton Motor Starter 


Distinctly modern in appearance, this 
pushbutton motor starter has a simple 
mechanism. Switch provides protection 
against overloads with a free-tripping, 
thermal overload device. An overload is 
instantly indicated in the switch, itself, by 
the return of the operating button to the 
“off” position. One operation—pushing the 
start button—resets the overload mechan- 
ism and restarts the motor. Capacity of 
switch can be varied to provide protection 
for different sizes of motors by changing 
heater coil. Other features of the switch 
include: silver to silver, “twin-break”’ 
contacts; removable mechanism for wir- 
ing; easily accessible terminals, stainless 
steel springs and top and bottom knock- 
outs. Cutler-Hammer, Inc., 12th & St. 
Paul Ave., Milwaukee, Wis.—Electrical 
Wholesaling, September, 1935. 


Slip Ring Motor 


Departing from the conventional design 
for enclosed, fan-cooled types, this new 
series of large, 75 hp. vertical, slip ring 
motors has the cooling fan located on the 
shaft extension at the top, opposite the 
driving end. The slip rings are at the 
bottom end with dust-tight covers and a 
free outlet for cooling air. The design 
was originally conceived to provide special 
protection under heavy service in direct 
connection with centrifugal sewage pumps. 
They are equally applicable in other loca- 
tions such as cement mills, garbage and 
fertilizer plants, etc., where special protec- 





tion is required. Motors are rated at 75 
hp., 690 r.p.m., 208 volts, three phase, 
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What's NEW 





60 cycle for continuous duty with 55- 
degree temperature rise. Harnischfeger 
Corp., Milwaukee, Wis. — Electrical 
Wholesaling, September, 1935. 


Open-Handle Iron 


To permit ironing of sleeves and similar 
operations, this “Superstar Queen” iron is 
constructed with an open-front handle. 
Grooves and a notch in the front prevent 
slipping of the hand. The specially shaped, 
ebonized handle prevents the burning of 
the hand in the back while the bevelled 
front top acts as a thumb rest. Equipped 
with an extra large, smooth, beveled sole 
plate surface. Mica element consists of 
genuine Nichrome ribbon wound on India 
mica. The large heel rest is scientifically 





constructed to prevent tipping of iron. 
Brass terminal posts are made to fit all 
standard cord sets. 110-120 volts; 550- 
600 watts. Stern-Brown, Inc., 257 W. 
17th St. New York City.—Electrical 
Wholesaling, September, 1935. 


Toaster and Tray Set 


With a black bakelite tray that will not 
stain, burn or warp, this ““Toastwell” unit 





is modernistic in design. The automatic 
toaster has a Trichrome finish. A handy 
cutting board, a stainless steel knife and a 
one-piece, five-compartment, white crystal 
glass serving dish with a chromium-plated 
cover, complete the ensemble. The dish 
has four small compartments for olives, 
pickles and other appetizers with a large 
compartment for sliced meats, cheese, etc. 
Tray measures 228 in. in length, 13 in. in 
width and 1 in. in height. Utility Electric 
Co., 620-622 Tower Grove Ave., St. Louis, 
en Wholesaling, September, 
1935. 





Interference Analyzer 


Designed to connect into the circuit of 
an electrical appliance suspected of caus- 
ing radio interference, this analyzer will 
tell exactly what condensers or chokes 
are needed to eliminate the noise. When 
the analyzer is connected and the radio 
turned on, different filter banks are auto- 
matically cut into the circuit by means of 
a switching device until one is found that 
eliminates the noise most effectively. By 
noting the position of the switch, the serv- 
iceman can refer to his instruction card 
and learn the part numbers of condensers 
or chokes needed to get exactly the same 
filter combination. Contained in a sturdy 
bakelite case, 44 in. wide, 7 in. high and 
3 in. deep. Sprague Products Co., North 
Adams, Mass.—Electrical Wholesaling, 
September, 1935. 


Combination Grill 


Chrome plated and equipped with insu- 
lated bakelite finish handles and non- 
scratching legs, this “Superstar Combina- 
tion Mastergrill” serves as a sandwich 
toaster, waffle baker and a double grill 
stove. Furnished with plated, brushed 
steel grids or aluminum grids. Nichrome 
heating elements are spaced to give even 
distribution of heat. Waffle grids are 
equipped with batter ring to catch over- 
flow. Overall size: 13 in. long, 76 in. 





wide, 44 in. high. No tools are necessary 
for removing grids. Stern-Brown, Inc., 
257 W. 17th St., New York City.—Elec- 
trical Wholesaling, September, 1935. 


ELECTRICAL WHOLESALING — September 1935 





Greetings..... 


to Delegates 


NATIONAL ELECTRICAL 
WHOLESALERS’ CONVENTION 


It is with a feeling of sincere pride that the man- 
agement of the Drake Hotel welcomes you to 
Chicago and to our hospitality. Everything has 
been and will be done to increase the pleasure of 
your visit here—every member of our staff takes a 
personal interest in seeing that your every whim 
is gratified. Whenever business or pleasure 
brings you to Chicago enjoy the distinction of a 
stay at the Drake where an air of perpetual new- 


ness makes living a superb experience. 


the DRAKE 


CHICAGO 
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All-Rubber Lamp Cord 


Made with an invisible micro-slit as a 
parting guide, this new-type, two-conduc- 
tor, all-rubber lamp cord known as “Mid- 
Rip” will separate into two parts with a 
simple pull. When separated, it will not 
run beyond where the pull has been 
stopped. The parallel conductors are cov- 
ered with quality, all-rubber insulation 
which provides economy as well as full 
protection to the conductors and less pos- 
sibility of kinking. The smooth rubber 
finish will not fray, thus making it non- 
dust collecting, sanitary, durable and in- 
conspicuous. Available in four colors: 
black, mahogany, green and ivory. All 
colors are permanent and non-fading. Ap- 
proved by Underwriters’ Laboratories. 
General Cable Corp., 420 Lexington Ave., 
New York City.—Electrical Wholesaling, 
September, 1935. 


Illumination Analyzer 


Packed in a compact case, this illumina- 
tion analyzer consists of a light meter and 
combination voltmeter-ammeter with suit- 
able cable extensions, switches and plugs. 
The instrument is particularly suited for 
illuminating engineers who wish to study 
volt and current consumption in addition 
to foot candle intensities and light distri- 
bution. The watts input to the lighting 
circuit can be determined from the read- 
ings of current and voltage. Light out- 
put can be measured with the Photox-cell 
foot candle meter, supplied as part of the 
unit. The readings obtained can be trans- 
lated into efficiency because the data ob- 
tained is complete. The main panel has 
a plug receptacle into which a cable can 
be plugged to furnish power to the light- 





ine circuit or fixture. It is only neces- 
sary to plug extension cable into the out- 
let and fixture into the socket on the panel. 
The analyzer is then connected in the cir- 
cuit for current and voltage measure- 
ments. Westinghouse Electric & Mfg. 
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Co., East Pittsburgh, Pa.—Electrical 
Wholesaling, September, 1935. 


Mercury Vapor Lamp Reflectors 


Designed for the most satisfactory op- 
eration of the new mercury vapor lamps, 
this line of reflectors includes styles and 
types for any type of mounting, for prac- 
tically all industrial locations and for color 
correction of mercury vapor illumination 
by individual or combination equipment. 
The combination reflectors permit the use 
of standard incandescent lamps along with 
the mercury vapor lamp in a single fix- 
ture. These combination reflectors can be 
mounted as low as eight feet, while every- 
where the light will have ideal color qual- 





ity. The Miller Co., Meriden, Conn.— 
Electrical Wholesaling, September, 1935. 


Food Warmer 


Designed to cover the needs of the 
modern buffet lunch, cocktail hour or 
regular meals, this electric plate and food 
warmer has a variety of uses. It keeps 
meats, vegetables, etc., at the proper serv- 
ing temperature. Flaked cereals can be 
quickly crisped and pastries properly 
heated. Unit is full chromium plated with 








a satin-finish top. Handles and feet are 
finished in black enamel. It is 18% in. 
long and 9 in. wide. Consumes 150 watts. 
Landers, Frary & Clark, New Britain, 
Conn.—Electrical Wholesaling, Septem- 
ber, 1935. 


Electrical Massager 


Combining four separate beauty aids, 
this Dermasage weighs only four ounces. 
Case is of bakelite, chrome trimmed. No 
oiling or adjusting required. Operates on 
alternating current, 105-120 volts. Cleans- 
ing bell, muscle toner, wrinkle racer and 
“scalpsage” are furnished with the device. 
Has only one moving part. Operation can 
be controlled with a simple twist of the 
switch. Lists at $2.50. Premier Products, 
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Inc., 1,800 Grace St., Chicago, Ill—Elec- 
trical Wholesaling, September, 1935. 





Dual-Purpose Flashlights 


With two tubular and one table model 
design, these Masterlites are equipped 
with a switch which provides either steady 
or intermittent light. A light selector 
makes possible instant, one-hand selection 
of a powerful spotlight beam or a broad, 
diffused illumination. Tubular models are 
breech-loading, the bottom cap pulling 
down on slides to enable introduction of 
batteries and returning in one motion to 
its locked position. Parts are not de- 
tachable. Tubular models are four-sided 
instead of round. Provision is made on 
the case for the attachment of the owner’s 
initials. Table model supplies both a night 
light and a 400-foot range spotlight, util- 
izing illumination from either top or bot- 
tom. It has no external switch and is 
practically automatic in action. All 
models finished in chromium. National 
Carbon Co.. 30 E. 42nd St. New York 
 - latataaiaa Wholesaling, September, 


Magnetic Starting Switch 


Made in two styles, these type “MS” 
magnetic motor starting switches are de- 
signed to protect motor, machine and op- 
erator in the most efficient manner. One 
style features local control, up to and in- 
cluding 74 hp.; the other has remote con- 
trol, in two sizes, one up to and including 
74 hp. and one up to and including 25 hp. 
Either style is available for 25, 50 and 60 
cycle a.c. Mechanism is accurately and 
ruggedly built and capable of withstand- 
ing the constant rough handling usually 
accorded a switch ina shop or mill. Each 
pole is broken at two points, minimizing 
arcing. Mechanism is actuated by an elec- 
tro magnet and the self-adjusting con- 





tacts are kept clean by a wiping motion 
as they seat. Carefully calibrated thermal 
relay heaters, conveniently mounted on the 
front of the switch block, control the 
switching mechanism. Colt’s Patent Fire 
Arms Mfg. Co., Hartford, Conn.—Elec- 
trical Wholesaling, September, 1935. 
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Help them select YOUR PRODUCTS! 


BUYERS REFERENCE NUMBER 


ELECTRICAL 
CONTRACTING 








In Three Sections: 





DIRECTORY SECTION 


A complete directory of all manufac- 
turers of apparatus, equipment, ma- 
terials and supplies used in the gen- 
eration, transmission, distribution and 
utilization of electrical energy. Will 
be completely classified by products 
with cross references and descriptive 
sub-headings. Will include Trade 
Names with the manufacturers list- 
ings. Directory listings will be given 
to reliable manufacturers free of cost. 


An opportunity will be given manu- 
facturers who wish to gain special at- 
tention and consideration for their 
products, to lift them out of the com- 
mon listings. Advertisements of such 
products will be placed in the Direc- 
tory Section, interspersed among the 
directory listings. This will enable 
manufacturers to show illustrations 
and give descriptions to advertise their 
products where buyers are looking. 
Advertisers will have their name and 
address printed in bold face type with 
a reference directing the buyer to the 
advertisement. 


PRODUCTS EXHIBIT 
SECTION 


Advertisers will also have an oppor- 
tunity of presenting institutional ma- 
terial in a special section. In this sec- 
tion full page space will be the min- 
imum. It will be for general company 
information such as lists of sales of- 
fices, location of service shops, etc. 
These pages will also be referred to 
by page number, in bold face listings 
in the Directory Section. 


COMPANY AND 
TRADE NAME INDEX 


All company names and all Trade 
Names appearing in the classified 
Directory Section will also be listed in 
alphabetical arrangement in a special 
Company and Trade Name Index. This 
will facilitate instantly locating the 
address of any company whose name 
alone is known or to ascertain the 
name of the maker of any product 
known by Trade Name only. 
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330 W. 42nd Street 





A Complete Buyers 


Reference Service 


for 


®@ ELECTRICAL WHOLESALERS 
®@ ELECTRICAL CONTRACTORS 


@ INDUSTRIAL PLANT 


20,000 copies of the new Buyers Reference 
Issue of Electrical Contracting will be distributed 
to Electrical Wholesalers, Electrical Contractors 
and Industrial Plant Electricians. It will serve 
them as a buying guide throughout the year. 


This thirteenth annual issue (formerly pub- 
lished as Electrical Trade Catalogs) will consist 
entirely of material to help buyers quickly find 
the many electrical and kindred products they 
specify, requisition and buy. It will be divided 
into 3 sections (listed on this page) and sub- 
stantially bound to withstand the constant usage 
to which it will be subjected throughout the year. 


When buyers are looking up sources of supply, 
help them select YOUR products. 


Make it easy for them to select your products 
by telling about them! Make it easy for them 
to identify your products by showing your trade 
marks and illustrations! Make it easy for them to 
get your products promptly by telling where 
your sales offices, distributors or warehouse stocks 
are located! 


Once a year this opportunity comes! Forms 
close October 5th. 


ELECTRICAL CONTRACTING 


Directory Department 


ELECTRICIANS 


New York City 


























Radiant-Convection Heater 


Sturdily built of rust-proof, non-corro- 
sive aluminum, this portable radiant-con- 
vection, electric heater weighs less than 
the average electric iron. It has a bake- 
lite handle with Monel metal trim. The 
overall height is 17 in. Circulates warmed 
air uniformly throughout the room at an 
approximate velocity of 160 ft. per minute. 
Has a cozy, cheerful, radiant heat effect. 
There are no fans, motors or other mov- 
ing parts and no reflectors to polish. It 
is designed on the same principle as the 





larger heaters made by this manufacturer. 
Has a rating of 1,250 watts, 110 volts. 
Approved by the Underwriters’ Labora- 
tories and guaranteed for five years 
against burn-out. Wesix Electric Heater 
Co., 390 First St., San Francisco, Cal.— 
Electrical Wholesaling, September, 1935. 


Electric Broom 


Built on vacuum cleaner principles, this 
“Electrikbroom” has a bakelite molded 
cup, which empties like an ash tray, in 
place of the usual vacuum cleaner bag. 
Dirt cup is entirely separate and distinct 
from the flow of air and therefore, manu- 
facturers state that the accumulation of 
dirt does not lessen the efficiency of the 
cleaner. Weighs six pounds when in use. 
May be hung on a hook when not in use. 


wer 








By the insertion of brushes into the floor 
nozzle, it will clean hard surfaces such 
as wood floors, nolished floors, linoleum, 
tile, cork and brick. The flexible nozzle 
made of automobile tire rubber over a 
Wallace-Barnes spring permits the device 
to be used on furniture, without possi- 
bility of damage. Electric Broom Corp., 
113 W. 42d St., New York City.—Elec- 
trical Wholesaling, September, 1935. 


Night Light 


With the amount of light emitted by the 
small bulb controlled by a movable shade, 
this “Nite-Guide” is designed for a child’s 
bedroom or dark hallways. It is a com- 
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plete, self-contained unit, only three inches 
in height. Shade and base are of lustrous 

S bakelite, molded. Plugs 
into standard socket. “On 
and off” switch allows the 
lamp to remain in an out- 
let permanently. Switch 
is noiseless. Equipped 
with five watt bulb. Eagle 
Electric Mfg. Co., Brook- 
lyn, N. Y.— Electrical 
Wholesaling, September, 





Hospitality Tray 


Provided with a folding stand in ma- 
hogany, walnut or antique white, this new 
hospitality tray also serves as a coffee 
table. The tray has been re-designed to 
provide more room and is available in the 
same three finishes as the stand. The two, 
double-compartment, appetizer dishes are 
specially designed from sparkling crystal 
by Fostoria. Four “snack” plates of crys- 
tal, also by Fostoria, are provided with a 
recessed corner for cocktail glass or tea- 
cup. The cutting board is curved to fit 
firmly around the “Toastmaster.” The 
knife is now set at a convenient angle. 
The “Toastmaster” is equipped with the 





flexible toast-timer, with one or two-slice 
openings. Waters-Genter Division, Mc- 
Graw Electric Co., Minneapolis, Minn.— 
Electrical Wholesaling, September, 1935. 


Auto Radio Condensers 


Designed to reduce background noises 
to a minimum, this line of auto interfer- 
ence-suppressor condensers have been spe- 
cifically made to permit modern auto- 
radio sets to operate at maximum sensi- 
tivity and volume. Because of extreme 
temperatures and severe vibration encoun- 
tered in such service, the units are rug- 
gedly built, housed in heavy casings and 
thoroughly sealed and impregnated. The 
line includes: generator condensers with 
side bracket and special curved bracket 
for Ford generators, and a wide assortment 
of exact duplicate replacements for the 
auto-radio set itself. Aerovox Corp., 70- 


—=>@ 


82 Washington St., Brooklyn, N. Y.— 
Electrical Wholesaling, September, 1935. 





Agitator Type Washers 


Equipped with a mechanical hand safety 
feeder, these two washers are powered 
with rubber-mounted motors. Model 36 
has a corrugated, six-sheet tub. The 
large, four-vane multi-flush agitator turns 
112 times per minute in order to circulate 
a larger volume of water and a greater 
number of currents for better cleansing 
action. The direct drive mechanism is 
quiet. The gear case and wringer are 
equipped with bronze bearings. Finished 














in pastel shade of apple green. Model 42 
has a corrugated, porcelain tub with a 
diameter of 224 in. and a depth of 143 in. 
New type of center drain affords complete 
drainage to the last drop. The roll ten- 
sion is self equalizing. Haag Bros. Co., 
Peoria, Ill.—Electrical Wholesaling, Sep- 
tember, 1935. 


Range Cap 


Rated at 50 amp., 250 volts, this 90 de- 
gree, bakelite cap handles the usual range 
load and is easy and economical to install. 
Wires enter straight into solderless con- 











nectors and a built-in, adjustable cable 
clamp makes a tight, quick assembly. 
Cover is modern in design, harmonizing 
with the company’s surface range outlet. 
With this cap, known as No. 7952, rubber 
cord sets can be made up with two No. 6 
and one No. 8, two No. 8 and one No. 10 
or three No. 6 wires, where it is permis- 
sible to use the neutral wire as a ground. 
The cap may be used with flush range 
outlets or for any heavy duty require- 
ment. Arrow-Hart & Hegeman Electric 
Co., 103 Hawthorne St., Hartford, Conn. 
—Electrical Wholesaling, September, 1935. 
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ee 
Say~ 
‘HOW ABOUT 


YOUR STOCK 
OF KLEINS"” 


Every hardware store — every 
electrical store — every dealer ca- 
tering to the needs of electricians 
and mechanics should stock Klein 
Pliers. The standard Klein pattern 
— the new rounded-nose Klein— 
Klein long nose pliers — Klein 
oblique cutters — the whole family 
find a ready sale to the man who 
knows good tools. On every call 
you make be sure to say: “How 
je our stock of Kleins?’’ 
Reduced prices, new packaging, 
have increased the demand for 
these fine tools everywhere. The 
standard of quality ‘‘since 1857."’ 












Distributed 
through 
jobbers 


Klein Pliers are 
mounted individ- 
wally on cards 
and wrapped in 
cellophane. Let 
this new attrac- 
tive method of dis- 
playing sell more 
Kleins for you. 


& Sons 





Chicago. II US4 


3200 BELMONT AVE., CHICAGO 





Meter Service Switches 


These meter service switches are pro- 
vided with a newly designed “twist-out” 
for wiring trough. The “twist-out” has 
| two small, rectangular pieces on the outer 
| edge, which can be easily and quickly re- 
moved by a twist of the pliers after wnich 
the “twist-out” is easily removed. A 
change has been made in the cover which 
encloses the branch circuit fuses. The 
entire cover, which encloses the branch 
circuit fuses, now slides back, making the 











| 
| 
| 
| 














fuses more easily accessible and giving a 
much neater appearance to the switch. 
The enclosing case is somewhat smaller 
on these new designs. Other new design 
features have also been incorporated in 
this line of meter service switches. Cutler- 
Hammer, Inc., 12th & St. Paul Ave., Mil- 





waukee, Wis.—Electrical 
September, 1935. 





Portable Office Lamp 


| Built to IES specifications, this “Ex- 
ecutive” lamp clamps on the edge of all 
| 


desks, conserving working 





joint 


swivel 

swivel ac- 
tion from side to side. 
The swinging arm is 


special 
provides 


of a reverse curve 

construction. A trans- 

lucent glass bowl dif- 

fuses the light to 
avoid sharp contrasts and glare. The 
shade is correctly angled to spread illu- 
mination and the inside surface is spe- 
cially treated to reflect all of the light 
possible without glare. If desired, a 
speciallly constructed flange is furnished 
for glass top desks. Highlands Mfg Co., 
Muncie, Ind.—Electrical Wholesaling, 
September, 1935. 
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Wholesaling, 


space. A 





the circus — a man who can twist 

and turn — 
rubber bones — 

The ease with which ENAMEL 

KOTE and GALVAKOTE can be 


a2 man with seemingly 


bent in all sorts of turns and angles 


is reminiscent of the contortionist 
A\nd it can be 


bent with the same 


assurance that it wont Duckie 


crack — the and galvaniz 
ing will n« 
sO many 
contractors insist upon ENAMEL 
KOTE and GALVAKOTE f 
Why not 


ENAMELKOTE 
KOTE 


and GALVA 


CLAYTON MARK 
& CO. 


OPERA BUILDING 
they \eremias 
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THERE IS A WIREMOLD ZONE OF USEFULNESS AND 
PROFIT IN EVERY FIELD OF WIRING PRACTICE! 


Se x) 
NUMBER 10 OF A SERIES O Naa WIRING OPPORTUNITIES 











‘ 


For Instance— 
The Wiremold Plan for 


CONTINUOUS 
OUTLETS 











1100-C COVER SNAPS ON OVER 1100-B CHANNEL 


Add outlets when you need them. Place them where you want them. 
Cut capping (1100-C) to fit spaces between them. Same method used to 
install WIREMOLD socket receptacles for work benches, laboratories, 
etc., etc. 











10-POINT Superiority! 


1. Lighting Strip and Fittings are available everywhere—all jobbers 
carry them. 





2. Contractors understand how to install it. 


3. Provides practically unlimited number of outlets—placed either 
next to each other or at any desired distance apart. 





4. Capacity, nine wires—with plenty of room to spare. 


5. Listed by Underwriters’ Laboratories, Inc. 
Fittings’ ). 


(under “Fixture 


6. Assembled and wired by electrical wiremen on the job (or may be 
assembled in shop and taken to job). 


Less expensive than less satisfactory systems heretofore in use. 


8. Standard! Suitable for use with materials, fittings and appliances 
already accepted and approved. 


9. Part of aknown and recognized wiring system—i.e.WIREMOLD! 


10. It is, in itself, its own best selling argument—because it gives the 
contractor something to show the customer which is sure to please 


him—AND SAVE HIM MONEY. 





THE WIREMOLD COMPANY, Hartford, Conn. 














Personals 


Howarp Ross has joined the sales 
staff of the Standard Electric Co., 48 
W. Pike St., Pontiac, Mich. Ross, 
who was formerly with the Westing- 
house Electric Supply Co. at Detroit, 
will cover Wayne, Oakland and Wash- 
tenaw Counties. 


D. D. SmyTHE is traveling South- 
western Virginia for the Williamson 
Supply Co., Second Ave., Williamson, 
W. Va. 


GENE MILLER is the new _ inside 
counter man at Gordon Bros Co., 207 
S. Broad St., Lancaster, Ohio. 


GeEorGE BRANHAM and W. H. Stitu 
are now serving with the inside forces 
of the Westinghouse Electric Supply 
Co., 301 S. Fifth St., Richmond, Va. 
Branham is working in the warehouse 
while Stith is at the city counter. 


J. C. Bonp is now traveling the ter- 
ritory outside Tulsa for the Electric 
Supply Co. with headquarters at 815 E. 
Third St. in the Oklahoma city. 

Everett C, Torre, former appli- 
ance manager for the Concord munici- 
pal light plant, has joined the sales 
staff of Milhender, Inc. He will make 
his headquarters at 615 Atlantic Ave., 
Boston, the company’s main house, and 
will cover a territory that includes Es- 
sex County and New Hampshire. 

GeorGE R. BE.iis has become associ- 
ated with the Wehle Electric Co., 201 
Water St., Binghamton, N. Y., in the 
position of sales supervisor. 

NorMAN Harvey is now selling re- 
frigeration and the electric kitchen for 
the Westinghouse Electric Supply Co., 
Milwaukee. Mr. Harvey, formerly was 
at the Sioux City, Iowa, branch. 

Huco Pieper, who at one time sold 
for a local appliance dealer, now is 
making the rounds for General Electric 
Supply Corp., Milwaukee. Here he is 
also handling appliances. 








+ The Younger Generation. R. T. 
Holmes and his father, H. W. 
Holmes operate the Holmes Elec- 
tric Supply Co., Portland, Me. R. T. 
holds the titles of sales manager, 
vice-president and treasurer. In 
addition, he is a pinch hitter for the 
“boss” when that gentleman is away. 
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Caw P 


Dee 





Witt1amM (Brt_) Cote, formerly 
sold only refrigerators for the Crescent 
« Electric Supply Co., Madison, Wis., but 
is now handling all appliances. 


WILLIAM Burck, who traveled for 
t Trico Fuse Co., is now connected with 
: the Standard Electric Supply Co., Mil- 
H waukee, covering the country territory US Ga. (Eh is bj 
‘ on all lines. 


H Joun D. Toomey, lighting fixture 
‘ specialist formerly with the Lightolier 
organization, has joined the sales staff 
i of George H. Wahn Co., Boston, and is 
traveling the New England territory 
with a complete line of home and com- 
mercial fixtures. 


Letters 


A Deplorable Situation 







i 


over a period 
Of 21 years... 





To THE EpiTor: a ° 
I think one of the most abominable 
practices we have today is the practice 
of some small manufacturers, who will 
manufacture their product and sell it to 
any Tom, Dick and Harry, under the 
individual’s own label. The individual 


Eloquent testimony for this 
outstanding “3 product 








AS. dtm tae Lr e, sesezrrow Se, 


If you are not now handling 


then proceeds to call himself a manu- - - eae 

facturer and is in the same boat as those U.S. friction tapes and 

manufacturers’ agents who have no pol- splicine compounds you are 
icy in so far as getting business from e P - P y 


the legitimate wholesaler is concerned 


He receives a large discount from the ar HOLDTITE 


passing up an opportunity 





aN L VSS LEME ESEScmlOL aL 





manufacturer and, in turn, proceeds to FRICTION TAPE for substantial profits. This 
give half of this discount away to anyone ready-made market is wait- 
who will purchase from him. a, y 

As long as conditions of this kind SS a ing for you—“U.S.”’ tapes 
exist, it will be utterly impossible to . 2 
clean up the electrical business. I have have been favorites with elec- 


no objections to a manufacturer selling 


: 3 trical contractors and indus- 
to another manufacturer, such items as 
are necessary to complete said manu- 


trial users for more than 20 
facturer’s line. But, when it comes to 


a manufacturer selling some individual, SECURITY years. 
who wants to be known as a manufac- 'T-tiena le) 


turer, it is an abominable situation. The TAPE Stocks of ‘U.S.’ tapes, 
only illustration I can give of this is | 


third or fourth rate vaudeville acts try- 
ing to be put over in a first class house. @) 
It just doesn’t work. | 

On the other hand, there are legiti- 
mate manufacturers’ agents, maintain- 
ing an organization and in many 
instances warehouse stocks for the 
convenience of the legitimate whole- 
saler. These agents represent high 
class, reputable manufacturers and sell 
only through the legitimate whole- 
saler. A manufacturers’ agent of this 
type is an asset to the electrical busi- 
ness. After all, when you consider that 
the average wholesaler’s finances are | 
limited, it is only natural to expect that | 
he will support a manufacturer’s agent 
who has a wholesaler policy, and who 
maintains a stock for his convenience. | 
A wholesaler cannot be expected to carry 
in stock every item that is made by the 
manufacturer, whose line he carries. 


D. K. Post, Manufacturers’ Agent, | Stee ited S tates R u b b er C ompan 


Syracuse, N. J 


“U.S.” wires and cables in 
all industrial centers. Write 
for particulars today. 








UNITED STATES RUBBER 
PRODUCTS, INC. 


1790 BROADWAY, NEW YORK, N. Y. 





United e Stat 
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Among The Trade eee 


mag 


wil 3 x By A. B. (BUD) CONKLIN, Je. 
Western Fiel itor 


MILFORD FLEXIBLE P BusINEss in the state of Wisconsin 
i DUPLEX USA. for the electrical wholesalers shows a 
marked increase over any one of the 
previous four years, judging by conver- 


















+ 4 sations with wholesalers of eight towns 
Fine teeth start the cut at ANY Regular pitch teeth take up cutting smoothly. of the dairy state. Increased building 
angle on the first stroke Ripping teeth, catching in corners eliminated. construction has brought orders for 


wiring materials. 


It's the ELECTRICIANS SPECIAL PM. H. Canliin-daiiens of the Ap- 


pleton, Wis., branch of General Electric 
. Supply Corp., told of contractors order- 
Easy Starting Blade! ing in real amounts this summer and 


of some who hadn’t been heard of for 


Superior to any blade for cutting BX, wire several years, suddenly popping forth 
ld dui l iI h with substantial orders. Mr. Dreyer at- 
mould, conduit angles, etc., yet sells at the tributes most of the increase in that par- 
regular price. A small stock gives quick ticular section of the state to new rural 
; lines. Modernization work has also 

turnover—good profit. You can sell these brought numerous orders. 
blades to every contractor on your books. +: ab: iain Shamed iin ie, 


Send for Sales Promotion Material Green Bay, and R. I. Boyle, General 
Electric Supply Corp., Milwaukee, were 


two others who cited increases in build- 
THE HENRY G. THOMPSON & SON CO. ing. Mr. Byrne said that most every 

electrical contractor in that territory 
ve snattalibhtetrinrnlbarasonis has been hard at work, while Mr. Boyle 
optimistically announced that building 
permits in Milwaukee are 30 per cent 
above last year. 

















| » Men of the electrical industry in most 
' towns usually have some method of 
getting together occasionally. For in- 
stance in Chicago they take an after- 
noon off once a month and meet at a 
golf course. In LaCrosse, Wis., dealers, 
contractors, wholesalers and utility men 
hold an annual picnic. It starts in the 
early afternoon and runs on and on. 
The ball game, lunch and a few beers, 
all thrown together, help to develop 
| close personal relations and a friendly 





FLOOR JUNCTION BOXES No. 330 LATROBE TOM 
Standard, and even special sizes can THUMB UTILITY OUTLET 
be so promptly shipped that the For use in wood installations 
wholesaler need not keep a com- and other locations free from 
plete stock. moisture or mechanical injury. 














Sectional iew at | spirit within the trade. 
a be lh SATISFACTION and PROFIT > I wonper if wholesalers realize how 


Plug. 

many different retail outlets both them- 
for the WHOLESALER selves and the direct selling manufac- 
e turers are contacting. When the Lady- 
Of-The-House feels especially sad about 
the plight of the utility and wants to 
add to the load of the line she has many 
places to buy appliances. 

First there is the regular first class 
electrical dealer who offers all appli- 
ances. In most cities the utility will sell 

her a toaster, percolator or what have 
a OOR BROKE? you. The blatant corner store that has 
a few drugs and a druggist hidden in 
one small corner will show her any kind 


of make-shift appliance. Her depart- 

: FULLM AN MFG. CO. ment store handles all appliances as does 

oon Mounted oo her neighborhood hardware man. If 
EE ng LATROBE, PA. these fail to suit, she might visit the 


MANUFACTURERS OF QUALITY FLOOR BOXES AND SPECIALTIES furniture store and, in some instances, 
her grocer will be happy to show her a 
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couple of appliances. Then there is the | 
ever present chain store and music 
house. Jewelry, variety and stationery 
stores in many instances stock appli- 
ances. In one small “burg” in South 
Dakota, the village undertaker proudly 
displays appliances in his drab estab- 
lishment, and occasionally, a gasoline 
station will be found that sells appliances. 





> MAny PEOPLE estimate that refrigera- 
tor saturation throughout the country 
averages about 30 per cent, but, accord- 
ing to Norman Harvey, refrigerator 
specialist with the Milwaukee house of | 
Westinghouse Electric Supply Co., that | 
town is only 13 per cent saturated. 
Those ultra conservative people up there 
still have to be taught the benefits of 
electric refrigeration. Besides the sales- 
men who are pounding the streets daily, 
talking not only the merits of their own 
refrigerator, but the benefits of using 
electricity generally, large full page ads 
paid for by united distributors help to 
preach the story. 


> On THE Way to Wabash Electric Co., 
Chicago, I happened to see heavy clouds 
ot smoke belching out from a building 
that might be the one in which the 
Schmitz brothers reign supreme. On 
nearing there I saw a fellow who looked 
rather out of control and it turned out 
to be Conrad, not acting at all like a 
president should. His actions can be 
excused though and that wild look in 
his eye passed over when it turned out 
that an old four story building next to 
the wholesale house was causing plenty 
of trouble for the firemen. It was finally 
put out, but it gave Conrad Schmitz many 
anxious moments. 





. 
Correction 

Through a typographical error, the 
address of the S. G. Cummings Co., 
Philadelphia, representative of the 
Wadsworth Electric Mfg. Co., was in- | 
correctly reported in the August issue 
of ExvecrricA WHOLESALING. The 
correct address is 209 N. Third St. 








+A Pair Of Brothers. 


Ben Kap- | 
brother Sam_ | 
Electric Supply | 


lan, right, and his 
head the Belasco 
Co., Chicago, Ill. These fellows are 
great believers in making things 
easier for the men who work in the 
stock room, consequently a visitor 
sees a number of clever, labor sav- 
ing devices in their warehouse. 
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THE STEADY DEMAND FOR 


ON 





3 Watt Bulb S14 
Finish — Clear, 
Sprayed Red 
or Yellow 








1 Watt, 115 Volts 
G10 Bulb 


2 Watt, 115 Volts 
$14 Bulb 
Finish—Clear, Sprayed 

Red or Yellow 


NE © W 
GLOW 
Ih A WIP S 





Y, Watt, 115 Volts 
G10 Bulb 


1 Watt, 115 Volts 
T4\4 Bulb 


Supplied in 1.0 Supplied with 
Watt for 220 Candelabra 
Volts Screw Base Only 


NEON 


market 


There’s a worth-while replacement business in 
GLOW LAMPS. And there’s a constantly growing 
which can easily be developed and turned into steady re- 
peat business. For every industrial in your territory can use 
these long-life, low-cost lamps in the product, or as pilot, 
indicator or exit lamps. Stores, theatres, and commercial 
establishments, too, use them for exit and night lights. The 
reasons are obvious: NEON GLOW LAMPS have an aver- 
age life of three thousand hours and operate at a cost of 
but a few cents a month. These advantages make NEON 
GLOW LAMPS easy to sell, and keep them sold. Stock and 
display the full line. It will bring you a steady, worth-while 
return. Let us send you full details . . . General Electric 


Vapor Lamp Company, 891 Adams Street, Hoboken, N. J. 


GENERAL @ ELECTRIC 
VAPOR LAMP COMPANY 


650 Copr. 1934, General Electric Vapor Lamp Co. 




















Your Dealers are 
Demanding the 
Profit Making 
Golde Ranibo' 






For A.C. Uses 250 
w. or 400 w. type 
G-30 lamp — 6 
color changes per 
minute — through 
Telechron  Syn- 
chronous Motor. 
Substantial and 
attractive. 


Be in a position to cash 
in on immediate sales to 


taverns, night clubs, dance halls, show 
rooms, display windows, etc. 

Send for attractive 4 color folder and 
jobber proposition. 


Golde Manufacturing Company 
2009 Le Moyne St., Chicago, Ill. 








Simple and Effective 


“ILSCO” 
SOLDERLESS LUG” 





@ The ILSCO Solderless Lug not only provides 
an effective mechanical and electrical connection 
I so simple in construction that anyone can 
apply it. 


Serrations assist in gripping wires—stranded 
wires are forced into a solid mesh. 100% sal- 
vage value—each lug takes care of various size 
wire—low cost. 





Ilsco solder lugs show the size of the largest 
wire they will take. 





Wholesalers should write for complete data and samples 
of all Ilsco Products. 


ILSCO COPPER TUBE & PRODUCTS, Inc. 
5629 Madison Road Cincinnati, Ohio 
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R ecent Trade Rito liine 





Anchors—Bulletin U-100 gives data 
on the construction, use and advantages 
of wood screw anchors. Tells in con- 
cise form what size drill and Rawlplug 
to use with any size of wood or lag 
screw.—The Rawlplug Co., Inc. 98 
Lafayette St., New York City. 

Cable—Bulletin GEA-1278B, “Paper- 
Insulated Cable,” 28 pp., contains in- 
formation on oil-filled; shielded, Type 
H; non-shielded and Pyranol paper-in- 
sulated cable. Includes data on thick- 
nesses of insulation and lead sheath.— 
General Electric Co., Schenectady, N. Y. 

Cable—Bulletin SE2, 16 pp., describes 
service entrance and_ service drop 
cables. Illustrated, it contains important 
data on size, weight, etc-—General Cable 
Corp., 420 Lexington Ave., New York 
City. 

Capacitors — Bulletin GEA-1584C, 8 
pp., discusses the applications of Pyranol 
capacitors for improving power-factor 
at every signal location.—General Elec- 
tric Co., Schenectady, N. Y. 

Condensers — Broadside featuring il- 
lustrations, technical data and prices on 
a line of electrolytic condensers. In- 
cludes information on a new capacitor 
analyzer.—Solar Mfg. Corp., 599 Broad- 
way, New York City. 

Conductors—Bulletin RE-1 features 
conductor data as applied to rural elec- 
trification. Includes general discussion 
of the conductor problem and necessary 
technical information. 24 pages.—Gen- 
eral Cable Corp., 420 Lexington Ave., 
New York City. 

Conduit Fittings—New catalog covers 
the complete line of “Simplet” conduit 
fittings. — Simplet Electric Co., 5100 
Ravenswood Ave., Chicago. 

Conduit Fittings—Miscellaneous price 
and data sheets, issued as supplements 
to catalog 107-A and 107-R.—The 
Adapti Co., Cleveland, Ohio. 

Fixtures—A 48-page catalog featur- 
ing wrought iron and bronze church 
fixtures, built-in lighting equipment, 
tavern and grill fixtures, residential and 
commercial units and modern treat- 
ment in chromium metal and glass.— 
Gruber Bros., 72-78 Spring St., New 
York City. 

Lamps—A catalog designed primarily 
for the industrial buyer of lamps. Lists 
sizes, services and prices. Includes such 
general information as commercial rat- 
ings, packing weights and dimensions; a 
table showing the light absorption of 
colors; a table showing recommended in- 
tensities of illumination. Contains il- 
lustrations of the various filament con- 
structions and positions of burning, and 
illustrations of the various base sizes 
and shapes.—Hygrade Sylvania Corp., 
Salem, Mass. 

Lighting Outfits — Complete _ illus- 
trated catalog, including price informa- 
tion, covering the “Polly” brand Christ- 
mas tree lighting sets. — Leo Pollock 
Corp., 644 Broadway, New York City. 

Radio—Catalog featuring a complete 
line of radio noise-eliminators known as 
Elim-O-Stats.—Solar Mfg. Corp., 599 

3roadway, New York City. 
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WOLVERINE LUGS 
Sold ONLY Through 
the WHOLESALER 


Wolverine maintains a consistent policy 
of distributing Soldering Lugs and 
Sleeves only through recognized whole- 


sale channels. 


Large factory stocks permit prompt 
shipment in any size or in any quantities 


needed. 


WOLVERINE 
TUBE COMPANY 


1441 Central Ave. 
Detroit, Mich. 











SOLDERLESS CONNECTORS 


NO SOLDER 
NO TAPE 
NO DIRT 


SELL 


the 


BEST? 


Made of Bakelite. 


Smaller than others, yet 
same capacity—very im- 
portant! 

Removable Cadmium 
plated insert. Permits at 
all times rapid _ in- 
spection. 








Costs no more. 


Underwriters and Hydro 
Electric Power Commis- 
sion of Canada ap- 
proval. Pats. No. 
1678752, No. 1700985. 


Write for distribution 
information, samples, 
prices. 














WEISS & BIHELLER 


MERCHANDISE CORP. 
584 Broadway, New York, N. Y. 
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+ A Couple Of Callers joined L. M. 
Sprague, sales manager of the Geo. 
Wahn Co., Portland, Me., while 


is in the center. On the left is 
Aage Iversen, Pass and Seymour, 
Inc., and on the right stands M. P. 
Barber, Bussman Mfg. Co. 


| | 
this picture was taken. Mr. Sprague | 
| 








Reflectors—A series of catalog pages| | 


illustrating and describing a new line of | 


reflectors and holders especially designed | | 
vapor | | 


for the high intensity mercury 
lamp. Includes prices——The Miller Co., 
Ivanhoe Division, Meriden, Conn. 


Transformers—Elaborately illustrated | | 
booklet of 32 pages covering a line of | 


luminous tube transformers. Contains | 
general explanatory data on luminous | 
tube elements and transformers to-| 
gether with detailed information on the | 
Sola line. Includes useful information 
on sign estimating and installation prob- 
lems.—Sola_ Electric Co., 2525. Cly-| 
bourn Ave., Chicago, III. 


New Publications 


Lewis’ New Air ConpDITIONING For 
CoMFORT—284 pp. Keeney Publishing 
Co., 6 N. Michigan Ave., Chicago. 
Price, $2.50. 

A completely rewritten and enlarged 
edition of the “Air Conditioning for 
Comfort” by Samuel R. Lewis, pub- 
lished in 1932. It embodies the experi- 
ence resulting from use of the earlier 
edition in almost daily practice and 
will be found valuable as a text for 
school and home study use as well as 
a reference for the contractor, engineer, 
architect, or owner. In this second 
edition, the record sheets for the com- 


putation of the heating and cooling |’ 


loads for residences and commercial 
buildings are new and have been sim- 
plified. Two chapters not included in 
the first edition explain in detail the 
design of a year ’round air conditioning 
system for an office building, which in- 
cludes banking space, offices, stores, 
restaurant, cocktail lounge, and kitchen. 
The necessary computations are given 
in their entirety in the explanation of 
the design procedure. Similarly, two 
rewritten chapters cover the design of 
a year ’round residence air conditioning 
system, with complete computations, 
record sheets to simplify the various 





WHEREVER LIFE FOR A 
SAFETY SWITCH IS JOUGH 


© 
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ge install these ¢) 


COLT ‘NOARK 
Dust Proof and 
Weather proof Stitches. | 


These new Type “A” Colt-Noark Weatherproof switches are rain proof 
and dust tight — built to stand up under the most severe outdoor and 
indoor conditions — moisture, flour dust, cement and coal dust, dirt, lint 
and fumes. Cased in a rugged cast iron box — the safety switch within 
is completely sealed —a super-safety switching unit. 


They're Brutes for Punishment 


ae The covers of these cast iron boxes are bolted to the cases 
TYPE A’ with extra heavy corrosion proof eye-bolts and wing nuts — 
Dualbreak Switches the bolts on the left side acting as cover hinges. The operat- 
Type “A” 575 Volt ing handle is furnished with dust-tight bearing — with open- 
Dualbreak Switches ing in handle and case for padlocking. A soft rubber gasket 
ee Se is located between the cover and the case. Tapped holes 
cases, equipped with are drilled in both top and bottom for conduit — with extra 
quick-make and quick- holes plugged with heavy pipe plugs. 
break mechanism and Cover easily opened for inspection and 
safety cover inter- 
lock. All are full replacement of fuses— and generous 
H.P. rated. 30 to 200 wiring space is provided as in all Colt- 
Noark switches. 


| 





amperes—fusible and 
non-fusible. This 
switch mechanism is 
ideal for both out- * . . . 
door and indoor loca- 
tions — simple, de- 
pendable and rugged. 


Get This 


A special edition of the Colt-Noark catalog 
has just been printed. Full description of 
safety switches — meter service switches 
— motor starters. Your copy is ready. 


ELECTRICAL DIVISION 
COLT’S PATENT FIRE ARMS MFG. CO., HARTFORD, CONN. 


Boston, New York, Chicago and Philadelphia. H. B. Squires Co., Pacific Coast Representative 


COLT-NOARK 

















SWITCHES - MOTOR STARTERS - FUSES 





steps, and the necessary tables and 
charts, 
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The 


él 


50 Amp. 


SYNCHRONOUS 
TIME SWITCH 


List $18.00 and up 











Type M1 
A low priced time switch which embodies 
high quality materials and simplicity of 
design. 

The BADGER will prove a big seller be- 
cause it operates consistently without atten- 
tion. Your customers will come back for 
more BADGERS and you will profit on these 


Se sales. 
onthly advertisements to your trade insure 
a demand for these time switches. 

Ask us for complete data on this line of 
quality products. 

Made in both synchronous and 8-day hand 
wound models. 


Sold thru wholesalers. 


RELIANCE AUTOMATIC 
LIGHTING CO. 
1911 Mead St. Racine, Wisconsin 














The Perfect 
ONE PIECE 


Solderless LUG 

IDEAL 
“thread-on” 

Requires No Special Tools 





A running mate to the pop- 
ular Ideal “thread-on” Wire 
Connectors of which mil- 


lions are in use. IDEAL 
IDEAL “thread-  {thread- 


on” Lugs are just 
as_ easily and 
quickly applied. 


A more dependa- 
ble electrical and 
mechanical joint is 
assured and at a 
great saving in 
time and money. 





IDEAL 
“‘thread-on”’ 
Wire Connector 
Will not let go on overloads 
or vibration. Fully  ap- 
proved. Listed by Under- 
writers’ Laboratories. 











Send free sample of Ideal ‘‘thread-on’”’ 
aug to 
Name Tervrrit Ty veto ee ee 
Address 
City Sete “ ee 
Tear out coupon and mail 935 
IDEAL COMMUTATOR DRESSER CO. 
1047 Park Ave. Sycamore, III. 


Cds oO 4 MON 8.0445 6S ROD 








uw 
_— 


Rates: Fifty words or less, one insertion 
$2.00, additional words two cents each. 
Payment in advance is required for ad- 
vertising in this column. 





Positions Available 


Manufacturers’ Agents Wanted: Live 
wire salesmen to sell a complete line 
of conduit fittings to the wholesaling 
trade. Only those with an established 
clientele need apply. All territories 
available. Address Box 92, ELectrIcaL 
WHOLESALING, 330 W. 42nd St., New 
York City. 


Salesmen Wanted to sell direct to deal- 
ers everywhere, electrical, hardware and 
radio. Line of electrical appliances, heat- 
ing elements and repair parts. Wonder- 
ful opportunity. Commission basis. Give 
territory you cover. Address Box 93, 
ELECTRICAL WHOLESALING, 330 W. 42nd 
St., New York City. 


Lines Wanted 


Manufacturer’s Agent, located in New 
York City, metropolitan area, desires ad- 
ditional line, either electrical appliances, 
wiring devices or specialties for the met- 
ropolitan area. Has been contacting 
electrical wholesaling trade for 23 years 
and now represents nationally known 
firms. Offers complete branch office 
and warehouse service to reputable 
manufacturers. Address Box 95, ELec- 
TRICAL WHOLESALING, 330 W. 42nd St., 
New York City. 


Representative Manufacturers’ Agents, 
located in Philadelphia, and covering 
half of Pennsylvania, southern New 
Jersey and as far south as Virginia, have 
real live result-producing sales organiza- 
tion and desire additional line. Complete 
warehousing facilities and highest ref- 
erences. Or, if you are now represented 
and desire to make a worthwhile change, 
write in complete confidence to Herbert 








+ Sells For Milwaukee Wholesaler. 
William Burck formerly traveled 
the territory praising and selling the 
wares of the Trico Fuse Co., but is 
now with the Standard Electric 
Supply Co. of the brewery city. 
For several months Bill worked at 
the counter learning something of 
the details of wholesaling, but is 





now selling. 
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SHERMAN 


Solderless | a 





Service 
Connectors 


These are the univer- 
sally accepted type 
but have additional 
improvements and ad- 
vantages—nut easy to 
start; no sharp edges; @ 
tight contacts; wire 

size partof SHERMAN |} 
catalog number, easy 
to order and use; bolt, 
spacer and nut an in- 
tegral assembly; tough 
bronze in every part. 


Send for Trade Bulletin No. 22 
Sold Thru Jobbers. 


H. B. SHERMAN MFG. CO. 


BATTLE CREEK, MICHIGAN 


See Las tapi er: x 

















Candle Flame Lamps Put Profit into Lamp Sales 


These nationally advertised flame effect lamps are the 
only small lamps of this type that fit in a regular 
socket—standard or candelabra type. 

Your dealers are learn- 
ing about this new 
candle lamp—see that 


featured by exacting 
decorators and fur- 
nishers. 
Packed 25 in display 
carton. Write for de- 
tails of money-back 
sample offer. 
NORTH CAN 
LAMP 


St. Louis, Mo. 
NALCO Lamps are 
made by American 
Workmen on American 

working standards. 




















refer to opens gaoelapgeallle 
*SELECTRICAL 
CONTRACTING”: 
for PANTHER and 
DRAGON TAPE 
ADVERTISEMENTS 
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CONVENTION 
@ ISSUE © 
OCTOBER, 1935 


Strong reader interest. 
Long reader life. 


Special Rates for Exhibit Section 








N.E.W.A. CONVENTION Oct. 14-18 














A NEW WHIRLWIND GOOD—IT SAYS 


FERRULE for the FUSE 


that does everything 
but talk? 


This ferrule is scientifically con- 
structed to expel the gases caused by 
a blow, but will not allow any flame 
to escape, 





No gadgets or mechanical movements 
—but a good fuse made to indicate 
simply. 


BLOWN! 
OK VANISHES 





+ Not Movie Stars, even though 
they hail from Hollywood. All of | 
the best efforts of these gentlemen | 
are concentrated on the business of | 
the Hollywood Wholesale Electric 
Co. They posed for this picture in | 
honor of their recent appointment | 
| 








UNDERWRITERS APPROVED 


Keep Up With the Times 
Give Your Salesmen the Benefit 
of New Developments 
Increase Your Sales and Profits— 

as distributors of Curtis X-Ray re- 

flectors, while Harry Barnard of the 

F. J. Airey Co., Curtis representa- 

tives at Los Angeles, handled the | 

camera. From left to right: C. E. | 
| 
| 
| 


Costs no more than ordinary 
fuses 
Sold Through Wholesalers 












Lucas, credit manager; H. J. Wat- 
kins, custodian of the prices; H. F. 
Stoltz, the “boss” and F. G. Pohl, 
sales manager. 








La Grange, attorney, 320 Fifth Ave.,| 
New York City. MFG. CO., INC. 


BROOKLYN, N. Y. 


Surplus Stocks Bought Up: We will| 
MILWAUKEE - ST. LOUIS - SAN FRANCISCO 


purchase your slow-moving and surplus | BOSTON - 
stocks of electrical supplies, wiring ma- 
terial, motors, lighting fixtures, condu- eae 
lets, etc., in any quantity if the merchan- 
dise is desirable. Send us an itemized 
list and we will make you our cash offer. 
Address Box 98, ELectricAL WHOLESAL- 
ING, 330 W. 42nd St. New York City. 


CHICAGO - 














Lamp Guards 
by MSGILL 
y . 
Lamp Guards prove to be an economy 
by saving breakage, theft, relieving eye 
strain, reducing accidents, spoilage and 
increasing production. Every concern 


can use them. Profitable sales volume is 
possible with the complete McGill Line. 









Manufacturers’ Agents, old established 
firm, with salesmen covering western 
territory, also export connections, famil- | 
iar with automotive, mechanical and 
electrical lines, want few additional lines. 
Warehouse facilities. Best references. | 
Address Box 97, ELectricAL WHOLESAL- | 
ING, 330 W. 42nd St., New York City. 





A Type for Every Requirement—Send for Catalog 34 


. . 
Lines Available 
The Loxon—has the lock feature—stopping 
| theft. Made with or without reflectors, for 
regular or Mill Type lamps. 


Hook Handle Portables - 
patented features. 12 types. 
or rough service lamps. 


—have many new 


Manufacturers’ Representative, calling Take regular 


on electrical wholesalers, wanted. Strict 


wholesaler’s protective policy. Manufac- Rubber Handle Portables—a line of portables Dreadnaught—a super-strong type of port- 


turers electrical devices for manufac- | with ten unusual selling features. Users able, with weatherproof composition keyless 
° . ae ike > socket, wood handle. 
turer bakelite and porcelain wiring de- | "** tPe™ . r 
vices, also bakelite and porcelain mold- | Bulldog—strong, sturdy, copper plated cage National Portable—medium priced line—open 
rigidly fitted to hardwood handle, with Lever cage with or without reflectors. 


ings. Territories: Michigan and Toledo, . 
or Keyless socket. 


Ohio, also for New York state, Buffalo, 
east to and including Albany, south to 
Pennsylvania line and including Pough- 
keepsie. Also states of Iowa, Nebraska, 


made of 
and with- 


Crescent —a light, strong guard, 
steel rods fastened to metal ring, 
out socket. 


Crescent Wall Guards—ideal for warehouses, 
freight sheds, cellarways, factories, marine 
work, etc. 


Gripon and Slipen Guards—stationary type— 





i i q; =4 Crescent Tubular—an ideal slender guard, made for regular or Mill Type lamps—priced 
Illinois and southern Wisconsin. Refer- Pep nase gs Mini ogg tage i a tn to eel readily. 
ences and experience required. Address 
Box 94, ELecrricAL WHOLESALING. 330 Safety Vaporproof—useful around gases or 
: oot inflammable materials. Heavy steel frame. 


W. 42nd St., New York City. 


Protector “O’’.—a low cost, open bottom, 
: +o: avily tinned stationary guard, for 25-60 
Manufacturers of electrical wiring de- rated eee: eee Com . 


vices and electrical advertising special- 
ties wish to obtain sales representation 
on a commission basis in the following 
territories: 1. Kansas, Missouri, Iowa; 
2. North and South Dakota, Minnesota; 
3. Texas, Arkansas, Louisiana. Address 
Box 91, ExecrricAL WHOLESALING, 330 
W. 42nd St., New York City. 









ESTABLISH 


VALPARAISO 
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Longer Life 
in every type of 


CRESCENT 


INSULATED 
WIRE & CABLE 


results in 


GREATER 
ECONOMY 


RUBBER SHEATHED 
CORDS 
SIGNAL CABLES 
ARMORED CABLE 
CONTROL CABLES 
LEAD COVERED 
VARNISHED CAMBRIC 
PARKWAY CABLES 
FLEXIBLE CORDS 
WEATHERPROOF WIRE 
MAGNET WIRE 


and all kinds of Special 
Cables to meet A.S.T.M., 
A.R.A., all R.R. Gov’t 
and Utility Co’s specifica- 
tions. 


All Types of 


BUILDING 
WIRE 





46 Years of Knowing How 


CRESCENT 


Insulated Wire & Cable Co., Inc. 
Trenton, Ni, J. 
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SIMPLE AS 1+1 


It’s as simple as 1+-1= 2. National 
acceptance plus national advertising 
give you Esico—the equation to profit 
on electric soldering irons. 


Radio manufacturing plants, parts 
assembly factories, foremen and super- 
visors the world over, demand ‘‘Esico”’ 
when requisitioning equipment. They 
realize the important factor that effi- 
cient and long-lasting irons play in 
their production costs. 


“Esico” is being featured in a na- 
tional advertising campaign. Direct 
mail, magazine advertising and 
personal calls on those plants not 
already using “Esico Irons” are 
making the name “Esico” a by- 
word in every pro- 
ie duction and main- 
tenance department. 
Prepare yourself now and 
be ready to cash inon a 
| guaranteed  profit-mak- 
ing proposition. Beauti- 
ful display panels fea- 
fF turing six of the most 
' popular industrial irons 
; available, freeof charge. 


| Electric Soldering 
Iron Co., Inc. 


F 342 West 14th Street, 
: New York, N. Y. 










Get complete 

detailed infor- =— 
mation on @ a 
real opportu- 
nity, free of 
charge. 
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Lz e E ‘ ame MANUFACTURED BY 
PLYMOUTH RUBBER COMPANY. Ixc _ PLYMOUTH RUBBER COMPARY lac. 


CANTON. MASS CANTON, MASS. U.S.A. 








Manufacturers PLYMOUTH RUBBER COMPANY, Inc. 
Since 1896 CANTON, » » MASSACHUSETTS 
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Copyright, 1935 
BUSSMANN MFG. CO., St. Louis, Mo. 
A Division of McGraw Electric Company 


(PROOF AVAILABLE) 











